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Number 5 


Shoes Are Worth What They Will 
Bring 


Federal Trade Commission Notwithstanding 


The report of the Federal Trade Commission was 
most unfortunate and ill-advised. It caught the Mon- 
day morning papers by the skillful planning of some- 
body who knew that of all the mornings of the week 
to get space that was the best. But let it be said that 
the majority of newspapers gave it no more space than 
a mud-slinging digest deserves. Part of the deed is 
done, however—the report deliberately urges “a pro- 
gram of price deflation aimed directly at the retailer.” 
It will be wasted powder because sane deflation is 
almost completed. 

The shoe trade is not entirely ignorant of the work- 
ings of the Federal Trade Commission, and if its shoe 
investigation is index of its general report, why the 
sooner the whole mess is thrown away the better. 
Opinion has been expressed that the report was out 
of date by many months, and that the basis of most 
of the facts of investigation harkens back to 1918 and 
1919. If this is so, as the report rather indicates, it 
is time someone told the Federal Trade Commission 
that things have changed—the era we are now in has 
as little relation to the past inflation as custard pie 
has to good sole leather. 

There is a foundation of values to-day that has been 
established by the sharpest of competition—prices are 
so NET that if the truth were told most merchants 
would jump with glee at the hopes of a scant one or 
two per cent profit this year instead of a deficit. 

There is one fundamental of good business that you 
as a merchant should never forget—shoes are worth 


- what they will bring. It doesn’t help industry to give 


away its merchandise. A profit is-absolutely necessary 
or sooner than ever before the condition will appear 
of an empty purse, an empty store, an empty payroll 
and empty possibilities for the creditor. 

We are giving the story of the Federal Trade Com- 
mission report in this issue—any merchant can punc- 
ture it with holes. Those merchants who are now in 
business are those who took an adequate profit to com- 
pensate them for the liquidation which did come. What 
would have happened if Federal Trade Commission 


advice had been followed—suppose the entire business 
world had liquidated in a single day—the result would 
have been universal bankruptcy. Such a liquidation 
would have made Russia look like a summer lawn 
party. 

The festival of automatic low prices without a cor- 
responding reduction in wages, interest rates, rents, 
etc., would have made it a buyer’s paradise for a day 
—but the morning after would have been Hades. 

No, indeed, the profound logic of any commission 
cannot legislate prices—it takes the long and slow 
process of stepping down off the boom pedestal, day 
by day, price by price, ever watching that the mer- 
chandise is not made hopelessly out of demand by 
holding. Move the old goods and likewise move the 
new by the time-honored method of buyer and seller 
using the measuring stick—the shoes are worth. what 
they will bring. 

Full of loopholes as the report is, with such incon- 
sistencies as one advice to business and a contrary 
one to the farmer, hammering the one course and 
then recommending something similar for the farmer 
—all point to inconsistency and mental incompetence 
on business as it runs to-day. We recommend to the 
Commission not a picking out of examples, here and 
there, but a general study of what the competition of 
style and price is doing to give the public the best shoe 
for the money in any country in the world and at a 
price much below in percentage based on the wage 
scale prevailing. Fortunately, the report is not taken 
up by the political reformers of economics to bring 
about a return once again of that troublesome muddle 
which will go down in industrial history as the Palmer 
episode. Sanity is asserting itself in the public mind. 
There can be no catastrophe to business by the “wolf” 
cry. 

That the decline in consumptive demand for manu- 
factured products is due partly to a buying strike and 
partly to a limitation of buying power as the Commis- 
sion states, is true enough. It is true, also, that man- 
ufacturers, though advantaged by lower material costs, 
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. are still confronted by the high cost of transportation 
of their raw materials and by a cost of labor which 
has not decreased or has decreased less than raw ma- 

terials have. The Commission also admits that “a 
decline in the cost of raw material does not now indi- 
cate a wholly proportionate decrease in the cost of 
manufacture.” Far from it, one might well add, in 
the light of the important part which labor cost plays 
in the price of the finished product. 

So far, little appears in the report to indicate that 
the Commission blames the retailer for the delay in 
price reduction. No case, as we see it, has been made 
out against the retailer in this report. Yet in the 
last paragraph the Commission declares: “The analy- 
sis indicates that the cost of living must come down 
as a prerequisite to normal business, and that the first 
move should be in the reduction of retail pries.” 


Profits and Profiteering 


Many things have been said and done during the 
“World War” by thoughtless people that resulted in 
the injury of some innocent citizens and to some great 
businesses. Perhaps one of the worst things done by 
a group of men is that the Federal Trade Commission, 
either through ignorance of facts or perhaps that they 
purposely wanted to injure our trade, claimed in their 
report of Aug. 21, 1919, on the leather and shoe busi- 
ness that the shoe retailers were profiteering. They 
even gave out figures to the newspapers that the profit 
on shoes was between 40 and 50 per cent. 

Some newspapers printed large headlines telling the 
public that the Federal Trade Commission’s investiga- 
tion showed such large profits. That was the begin- 
ning of the slowdown in business, of which there is 
still some traces. 

The profit percentage figures issued by the Commis- 
sion in that report were all wrong because they were 
figured on the cost of the goods instead of the sale. 
If the Commission had figured the profits on the sale, 
which is the only proper method, there would have 
been no cause for sensational headlines, because even 
with the high war times mark-up, the net profits were 
still below 10 per cent. 

A surprising thing at the time was that the big 
retail merchants did not compel the Federal Trade 
Commission to correct their statements and give as 
much publicity to the true figures as they did to the 
wrong ones. 


The Interlocking American 
Friendships 


The events in international friendships are daily 
shaping their ends to a better understanding of peoples 
and nations. One of the happiest auguries of the 
future relations of nations on this hemisphere is in 
the exchange of felicitations this week in New York at 
the dedication of the Bolivar statue. True expression 
of family interest by all the American countries in one 
another was expressed by leading men from all parts 
of the continents. There is progress to encourage 
business men in their dealings one with another, a 
type of progress not based on “word friendship” but 
upon the tangible fellowship of social and trade inter- 
course. 

We are to be congratulated in the utterances of 
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President Harding—they open up new interest in All- 
American enterprises. The real high light of his 
address might well be directed at the United States 
as.a policy of the ambitious future, and our friends 
to the South and North of us can find in it much of 
interlocking interest. He said: 


“We do not measure the possibilities of America even 
now, though more than four centuries of development have 
come and gone, but the great coincidence was in discovery 
revealing opportunity for planting new states, and trying 
new methods at the very time when the human mind was 
opening or reopening to new truths and new conceptions 
and new motives. 

“Perhaps the miracle was in the divine plan, and the 
New World marvel was an inevitable part in the supreme 
scheme for developing civilization. But we were, when 
Washington and Bolivar uttered American aspirations and 
battled for them, and are now, so interlocked with the 
Old World from which our founders came that indepen- 
dence does not make for aloofness, but the developments 
of civilization have brought us more closely together. 

“Where ours has been the greater fortune, ours has 
become the greater responsibility, and the endurance of our 
institutions is no less important than their creation. Lib- 
erty without security would a barren boast and inspira- 
tion without stabilization would challenge every claim of 
democracy. Nothing the Americans can do, nothing that 
Pan-America can aspire to do, will surpass the contribution 
of our youth and resources and our steadfast allegiance to 
our newer institutions to help steady the world and prove 
the right of our present-day civilization to go on.” 


‘‘Fixed Prices’? Not Good 
Merchandising 


A few years ago fairly good looking shoes for men 
and women were sold at three dollars per pair, on 
which the average profit per pair was about seventy- 
fivé cents or twenty-five per cent. 

General business improvements have brought the 
great change that there are now more pairs sold that 
yield a profit of three dollars per pair than those which 
bring only seventy-five cents a pair. 

Many dealers, especially those of the old school, 
make the mistake of figuring imaginary riches because 
of the big profit compared with previous years; they 
forget that the time when they were selling shoes on 
a twenty-five per cent profit they were simply chang- 
ing dollars because the cost of doing business in many 
stores was fully twenty-five per cent, which meant that 
there was no net profit. ; 

There are some manufacturers who conduct retail 
stores who advocate selling shoes on a fixed profit per 
pair basis pointing to the success of their own stores. 


But there is only one right way to figure profits in a - 


retail store and that is on a percentage on the sale of 
goods. 

A student of economics while talking about business 
said that he too agreed with the reports of the com- 
mercial agencies that big losses to business in gen- 
eral are caused by. merchants who do not know how to 
figure costs and profits so that a net profit may be 
created. 

Merchants should not be misled by big profits per 
pair, because the cost of doing business kept going up 
and up almost as fast as the profits, especially in well 
kept stores which give modern service to customers. 
The success of the chain stores is not due to any fixed 
profit per pair, but rather to the sensational advertis- 
ing, large assortments of styles at some one price and 
fairly good store-keeping. 
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A Buying Foundation Established by Leathers 


Market Facts to Serve as a Guide to the Retail Shoe Merchant 
Planning His Fall Line 


An examination of the fig- 
ures in connection with this 
article serve the purpose of a 
chart with regard to the rela- 
tive cost quotations on leather 
and raw material for the cor- 
responding periods of pre-war 
times, the peak price era and 
to-day. There was such a wide 
range of prices from the be- 
ginning of abnormal price 
climbs and price declines that 
standard quotations have not 
been possible during the past 
few years. Formerly, or in 
normal] times prior to 1913 and 
1914, there was very little 
variation in prices for the 
same quality of shoes, leather 
and raw material as between 
different tanners and manufac- 
turers in one section of the 
country and another, but the 
war changed all of this to a 
great extent for the reason 
that routine in general was 
much cut into through one 
cause or another. 


A Guide to Anticipate 


The help to be gained from 
these comparative figures is 
with a view to so analyzing the 
general situation as to enable 
the shoe merchant to buy or 
regulate his business with a greater degree of intelli- 
gence. In other words, he can perhaps best plan for 
the future if he knows all there is to know about the 
present situation. 

We have all noticed a fault which is common to con- 
sumers, which is expectancy of too sudden reversion in 
prices at retail. For example, when the first big 
slump overtook us, such as the panic in the sugar 
market, and prices began to sag in virtually all of the 
raw material markets and especially in the hide and 
skin market, consumers looked for great shoe price 
reductions at once and retailers held aloof from plac- 
ing orders. It was impossible for prices to come down 
as fast as they. had gone up without great losses to 
many branches of the trade. 

We all know that great losses have been taken. It 
is believed, however, that we have got virtually to the 
end of the liquidation process, but the assumption is 
unwarranted that finished goods could be sold at as 
low a price as raw material quotations would indicate 
as compared with the finished product prices of ten or 
twenty years ago when similar low raw material 
prices prevailed. 

The reason for this is that, other costs besides raw 
stock, despite the low cost of raw material, overhead, 

















making and selling expenses and general conduct of 
business, are on an entirely different basis from what 
they were in former years. Enough advantage, how- 
ever, prevails in the lower cost of material to enable 
manufacturers to sell a lower priced shoe to the retail 
merchants and likewise the retail merchants to pass 
it on at a lower price to the consumer. 

Probably conditions vary with different merchants 
in different parts of the country to the extent that 
prices to the consumer can not be as uniform as might 
be desired. As an illustration of this, some leading 
producer offers to the consumer a shoe at a certain 
price, well made and with a good reputation behind it. 
A similar grade of shoe is offered in some places at a 
materially different price. The retail prices are not 
as close together as they were formerly. This is not 
strange because conditions with respect to merchan- 
dising in all localities can not be expected to strike a 
uniform basis so soon after the unusual and unprece- 
dented era through which we have passed, but it is 
encouraging to note that conditions are all the time 
becoming more what we call normal. 


Farmers Refusing to Raise Calves 


A noticeable feature of the situation is the con- 
tinued low prices prevailing for raw stock. While 
there is an optimistic feeling in the hide market ow- 
ing to greater inquiry, prices of hides and skins are 
still on an extremely low basis, lower than they have 
been in many years, which would probably change 
materially in the advent of a more active leather and 
shoe market. It is reported that farmers in some 
cases have refused to raise young calves, the price for 
the young veal and calfskin not being enough to com- 
pensate them. While such a condition may be some- 
what isolated it illustrates what the slump of the past 
year has meant in the matter of raising animals 
either for beef or for the use of the by-products. 


Reflected in Costs at Retail 


We are also beginning to see the lower prices of 
leather and raw material reflected in the price of the 
finished shoe at retail. One of the largest and best 
known shoe manufacturers recently advertised an all 
calf solid shoe to the consumer at $6. As soon as 
retailers in general are able to follow the new lower 
price schedule it is not unlikely that the public will 
take hold much more actively than they have in buy- 
ing for many months past. 

The pre-war prices and peak prices and those of to- 
day are interesting by comparison. They would be 
more interesting, however, if we could get the average 
wage cost and the other average costs of making, 
handling, distributing, selling, etc., but it is difficult 
to obtain such figures which would do justice to all 
branches of the trade and not give misleading sta- 
tistics. The prices herewith will serve to give an ac- 
curate idea of the trend of the market and im spite 
of comments to the contrary the general belief pre- 
vails in the leather trade that prices quoted to-day all 
through the leather market are fully as low as condi- 
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tions can possibly warrant. The feeling is that there 
is a greater degree of stability in the market than 
for several years, also the opinion prevails that while 
any market is subject at times to fluctuation we are 
reasonably assured of a continuance on the present 
basis for at least the greater part of this year. 


Some Buying Too Close to Needs 


The buying both of leather and shoes continues to 
be the policy of buying close to needs. The retail shoe 
merchant apparently expects to be able to buy at will 
from in-stock departments, but on the other hand, the 
shoe manufacturer with the experience of last season 
in back of him is less inclined to accumulate iarge lines 
of in-stock goods with at least the possibility of hav- 
ing some or too many left on his hands. Unless the 
in-stock departments are pretty well reduced at the 
end of the season losses are likely through style 
change or otherwise. While it may be that many 
branches of the trade have learned some expensive 
lessons it is perhaps true that they have become a 
little over-cautious, which is likely to work out to the 
disappointment of not getting deliveries on goods at 
the precise moment wanted. 


Export Demand Is Missed 


While trading is not as active in most branches as 
perhaps might be desired the situation as a whole is 
much better than it was around the 
opening of the year, and there are 
many bright spots which give a much 
greater degree of optimism. Some 
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Upper Leather (price per foot) 





Ow wea 


shades of first quality leather range from 35c. to 50c, 
per foot. Ooze calf is quoted at 60c. to 70c. a foot by 
leading tanners, and some of the very best leather 
brings a little higher price, the lower grades accord- 
ingly. 

A Market Full of Contrasts 


Full grain colored side leathers are quoted all the 
way from 26c. to 35c. for the lighter and heavier 
weights. Side leathers are as low as 18c. and 19c. for 
some stock. The choicest grades of buck are quoted a] 
the way up to 60c. for fancy shades, the medium 
grades downward according to quality. 

The kid leather market is fairly active and prices 
continue at a higher range relatively than calf and 
side leathers. The price range is very wide, but top 
grades are around 70c. to 80c. a foot for the average 
top grade. There is some especially fine leather which 
brings more money. 

Sheep skin leather is sustaining a material reduc- 
tion in price, very good grades being available for 
from 10c. to 15c. per foot. Some of the best grade 
white sheep skin leather brings around 25c., but ex- 
cellent lining stock is to-day obtainable at from 12c. 
and 16c. to 18c. per foot for top grades. 

While the sole leather tanners have less to report 
on new business they are making steady deliveries. 


COMPARATIVE LEATHER AND HIDE PRICES 


A Chart of Great Value in Explaining Prices 
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The Federal Trade Commission Active 


Aiming at the Retail Merchant Charges Far More Serious Than 
Previous Statements and the Recorder Claims Not True of 


Washington, April 18.—It appears that the Federal 
Trade Commission is desirous of convincing President 
Harding and his Cabinet of the necessity of support- 
ing their program of price deflation, which is aimed 
directly at the retailer. The Commission has recom- 
mended several measures which, if passed, would 
vitally affect all merchandising agencies. They have 
urged that “the first move should be in the reduction 
of retail prices, accompanied by such credit assistance 
as will prevent any undue financial disorder. The 
first object should be to increase rather than lessen the 
purchasing power of the ordinary consumer.” 

The attitude of the Commission toward the retailer 
is reflected in the special report of the President, in 
which it was stated that merchants are reluctant to 
take losses on goods hitherto purchased at high prices. 
In this respect the Commission advised the Chief Ex- 
ecutive, “It would appear that the movement toward 
the reduction of prices to the consumer is retarded 
chiefly at the retailing stage, and that relief at this 
point would be reflected back in increased production, 
which would reduce the production cost and relieve to 
some extent at least the check upon the manufacturer, 
and by increasing the demand for raw materials would 
react upon the producer.” 


Claims Retail Prices Less Effected 


Discussing the position of the retailer, the Com- 
mission further stated that “Retail prices to the con- 
sumer have been least affected. Apparently where re- 
tail prices were cut to any extent, buying commenced 
to pick up, but if this was made the occasion for again 
increasing prices the resumption of demand was again 
checked.” 

Evidently the President gave serious consideration 
to the Commission’s suggestions as to the open price 
associations among manufacturers and its influence on 
prices, for he mentioned it in his message to Congress. 
In the full'text of the Commission’s letter to the Presi- 
dent is given out at the White House to-day, it is 
found that this Federal agency believes that in the 
field between the producer and the consumer there is 
constantly operating the factor of an excessive capac- 
ity for production or distributing service. “Too many 
distributing units are engaged for the most economical 
handling of the business. But the result which would 
normally tend to come from such a condition, namely, 
elimination of the less efficient through competition, is 
checked in many lines, especially in the retail distri- 
bution, by a friendly or so-called ‘ethical’ tempering 
of competition. The effect of this is to maintain prices 
or to respect territory and to keep many inefficient or 
unnecessary units in business. Price maintenance is 
in part brought about by the adoption of uniform and 
cost accounting systems which tend to substitute aver- 
age costs for actual costs and to emphasize uniformity 
of results rather than uniformity of accounting 
methods. Not only are inefficient ‘regular’ dealers 
kept in business but dealers desiring to enter the field 


Today’s Conditions 








and sell at low prices are discouraged by the associa- 
tions, as are groups of co-operative buyers. These 
conditions tend to retard the price readjustments that 
are now urgently needed for a resumption of normal 
business.” 

Because it has failed in the past to obtain the 
legislation which would enable them to exercise a 
powerful influence over American business, the Com- 
mission has taken advantage of the President’s invita- 
tion for suggestions as to economic remedies to recom- 
mend the bestowal of power upon their body, to as- 
certain production and sales costs and the propriety 
of sales prices. 


Is This True To-day? 


The Commission told the President that, “The man- 
ufacturer, the jobber and the retailer are able to resist 
price reduction more effectually than the producer of 
raw food products, for, generally speaking, they are 
more closely organized, have been credit facilities, 
and, on account of their location, enjoy superior ad- 
vantages in transportation and storage.” 

It is insisted that the determination of production 
cost is an essential element in determining the pro- 
priety either of the average sales realization or of the 
prices on particular sales. 

It is quite evident that the Commission proposes to 
reduce retailers’ prices by publishing what they are 
pleased to call “authoritative information,” backed, if 
necessary, by legislative declaration. It is claimed 
that the desired results would be obtained without in 
any way controlling the conduct of business by Govern- 
ment fiat. 

In the communication to the President, the Commis- 
sion struck hard at retailers’ associations and other 
trade organizations. They informed him that “the 
opposition to the normal operation of economic laws 
lies in the fact that certain interested groups now by 
concerted action become possessed of information of 
which the general public is ignorant and which enables 
those who are interested and informed to operate with 
reference to production and sales price. If such in- 
formation were open not only to those interested as 
manufacturers or sellers, but to the public as con- 
sumers and buyers, operations of the public upon such 
information would create a corrective force which 
would tend to counteract the possibility of interior 
control. 

Furthermore, they insist that “interference with 
the channels of trade associations, particularly by ac- 
tivities tending to maintain an unnecessary number of 
inefficient “regular” dealers, while shutting out new 
dealers seeking to sell at lower prices, and especially 
co-operative purchasing and distributing organization 
of consumers.” 


Then Suggests Farmer Do Likewise 


One of the striking features of the Commission’s 
report is the unmistakable evidence of their desire to 
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obtain support of organizations of farmers. Through- 
out the recommendations there is a tendency to stress 
the effect that restriction of retailers’ and manufac- 
turers’ operations would have upon the buying power 
In fact, the Commission recom- 
mends “positive encouragement of co-operative asso- 
ciations of agricultural producers and co-operative 


of the agriculturists. 


consumers’ organizations.” 


In cases where organization of retailers or manu- 
facturers refuse to sell to co-operative agencies, the 
Commission proposes, “Examination of associations of 


distributers to determine whether violations of law 
exist, particularly restrictions of co-operative pur- 
chases, and whether any of the activities of such 
associations are not of public service.” 

They want, “Vigorous prosecution under the anti- 





Energetic Work on Sales Tax 


National Council of Traveling Salesmen’s | 
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trust laws, including a re-examination of the review- 
able decrees already entered in such cases, with a view 
to strengthen them to meet present conditions, includ- 
ing also a closer scrutiny of the so-called open-price 
associations, to ascertain whether under the guise of 
beneficial associations they are in fact violating the 
law.” 

The Commission contends that a shrinkage in values 
is inevitable, and that retailers, manufacturers, job- 
bers, producers and laborers would do well to share at 
once in the unavoidable loss. Because of their previous 
references to the refusal of retailers to reduce prices 
this reommendation of immediate legislation indicates 
strongly the attitude of the Commission in regard to 
retailers’ prices, that is, the retailers must stand the 
loss and cut their prices immediately. 


Association Assemble 2000 Strong 
° at New York Banquet 


New York.—Probably the most enthusiastic and 


, one of the largest crowds of traveling salesmen ever 


gathered in one group attended the stag-smoker- 
vaudeville given by the National Council of Travel- 
ing Salesmen’s Associations at the Hotel Astor, New 
York, on the night of April 16. The affair was given 
with a double purpose in mind; first, to stimulate 
interest in the council and to urge upon travelers 
to join some association affiliated with the organiza- 
tion, and second, to disseminate further propaganda 
in favor of the 1 per cent sales tax. If the response 
of the 2,000 salesmen present is any indication of 
their intention the ranks of traveling salesmen’s as- 
sociations will be materially increased, and 2,000 
ardent workers for the sales tax have been allied in 
the cause. 

The affair was extraordinary in many respects. 
The tickets were issued in the form of railroad tick- 
ets, and were taken at the door by uniformed con- 
ductors and Pullman porters, who passed out the 
smokes, little envelopes in which were five of the 
council’s newly minted sales tax pennies and lapel 
buttons, replicas of the pennies. 

Mr. Schamberg and Mr. Levy explained the pur- 
pose of the meeting after which William Halligan 
of the Friars Club assumed charge as master of 
ceremonies and introduced the various vaudeville 
turns. 


Taxes We Must Have 


The principal speaker on the sales tax was Jules 
S. Bache, who was introduced as the man who 
“sold” the proposition to the council. 

“IT never was a salesman in my life,” began Mr. 
Bache, “but I shall try to sell this idea to you sales- 
men to-night. We have many obnoxious taxes and 
we are all agreed that they should be repealed, but 
don’t let anyone tell you that we can get along with- 
out taxes. Let’s face the facts. This country needs 
$4,000,000,000 to pay its expenses next year and we 
can’t get it by repealing our present taxes and put- 
ting nothing in their place. Business can’t con- 


tinue under the present form of taxation. You men 
can’t hope to leave your family a competence when 
you pass on under the present conditions.” 

“They tell us down at Washington,” he continued, 
“that the income taxes are to be reduced. They are 
now on a basis of about 73 per cent. They say they 
will reduce them to 40 per cent, but I tell you that 
business cannot go ahead on a 40 per cent income 
taxation system for it will not raise $4,000,000,000. 
Under the present taxes the rich man simply invests 
his money in tax free bonds and securities and 
escapes the tax. 

“The two principal merits of the sales tax are that 
everyone knows how much he has to pay at the end 
of the month and that everyone will pay it. It is 
frankly a tax on consumption, but so is every other 
tax.” 

Mr. Bache then answered questions that were put 
to him from the floor. These questions brought out 
Mr. Bache’s assertion that in a single commodity, on 
which the 1 per cent will be levied eleven times in 
as many operations through which it passes in its 
process of manufacture, the cumulative tax will 
amount to about 3.26 per cent of the cost of the fin- 
ished article. He alluded to the sales tax in the 


Philippines and declared it had worked admirably - 


there and cited a specific case of a resident there 
who said that he never knew he had been paying the 
sales tax until he came to New York and in the office 
of Mr. Bache met a former attorney-general of the 
Islands, who told him about the tax. 

“Under the present system of taxation,” concluded 
Mr. Bache, “the Department of Justice figured that 
the poor man pays 23.2 per cent additional on the 
things he buys, through the addition of taxes. The 
same department also figured that a 1 per cent sales 
tax, cumulative all along the line would not amount 
to more than 21% per cent.” 

Following Mr. Bache’s address the crowd sang a 
song “Tax, Tax, Tax,” composed especially for the 
occasion. The names of all Congressmen in the city 
were then flashed on the screen. 
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An increase in 
the purchase 
of these 
specialties 
of shoemaking 


Frances White in ballet slippers. Her 
size is less than one * 


The making and fitting of ballet shoes is an unusual 
and interesting branch of the shoe industry, and it is 
increasing, because of the growth of ballet dancing. 
Also, it is supplemented by the use of ballet shoes for 
dancing in schools and ball rooms, public and private. 

In making and fitting shoes for the professional 
ballet dancer, some familiar rules of the shoe industry 
are broken. For instance, a ballet shoe is made to 
fit the foot when it is on the toes, not when it is on 
the sole, as are all other shoes. So it is necessary to 
model lasts with dropped toes, pulled in arches, and 
special measurements, in order that shoes may be 
made to fit the feet of ballet dancers. The makers of 
these lasts, by the way, hold their models as secrets 
of their business. 

The ballet shoe used by the professionals fits the 
foot as tightly as the skin on an apple. While all other 
shoes are fitted with the purpose of providing plenty 
of toe room, the ballet shoe fits the toes tightly, as if 
it would make of them a peg, like that of a top, on 
which the dancer may spin. 


A Super-Flexible Arch 


The ballet shoe also possesses the most flexibie of 
arches. This is an absolute necessity. The ballet 
dancer develops such a flexible arch that it can be 
made U shape. Not only does the dancer learn to 
dance straight up on the tips of her toes, but she even 
learns to reverse the forepart of the foot, so that she 
is walking on the upper sides of the toes. Also, she 
bends the arch right and left. Indeed, she makes the 
arch of her foot as flexible as the wrist of the hand. 
So it’s plain enough that she requires a super-flexible 
shank in her shoes, and yet at the same time a shoe 
that will support the foot in its unusual positions, and 
some may say unnatural position. 

However, the foot of the ballet dancer confounds 
some familiar theories about fallen arches, and arch 


The flex of the ballet slipper 


supporting shoes. But the ballet dancers spend five 
hours a day learning to dance on their toes and de- 
velop some extraordinary muscles in their feet and 
legs. Besides, the forepart of their feet get unusually 
broad, from muscular development, and the skin gets 
hard and even calloused. And that furthermore makes 
it plain that only an experienced expert can under- 
take to make and fit ballet shoes right. 


Shoes for Use and Abuse 


Ballet dancers abuse as well as use their feet. In- 
deed, there are instances in which ballet dancers have 
come off the stage and kicked shoes off their bleeding 
feet, heedless of pain, because they scored success. 


Wear Out Shoes Fast 


Probably no people are harder on shoes than are 
ballet dancers. Yet some think them light and fairly- 
like on their feet. But the ballet dancer at the Mil- 
waukee style show wore out five pairs of shoes during 
that show. And some dancers will wear out a pair of 
costume shoes in a single dance. They wear out the 
toes from spinning on them. 

When it comes to fitting shoes for dancing, as it is 
practiced in the ballroom and dancing school, the mat- 
ter gets back toward normal. True enough, the 
dancer is on his or her toes, but not in the same way 
as the toe dancer of the ballet. Yet the shoe should 
fit snugly, like a stocking, and support the foot, too. 
wool, for her shoe, a soft toe shoe suffices for the so- 
wool, for her shoe, a soft tie shoe suffices for the so- 
ciety dancer. 

The shoe, being heel-less, the foot is let down. So’ 
that takes some special measurements for the last, 
particularly on the bottom. The uppers should sup- 
port the foot, and will do so if the patterns fit. The 
draw string should hold the sides snugly to the foot, 
in whatever position the foot may be. 





How the leather is re-enforced at toe 
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A portion of the interior of the new Foster Boot Shop in the Drake Hotel, Chicago 


Is This a Drawing Room or a Boot Shop? 


Exquisitely Carved Furniture 


Entering the Foster Boot Shop, in the new, sump- 
tuous Drake hotel, in Chicago, milady is at first per- 
plexed by the absence of shelves piled high with un- 
sightly boxes, and the customary fitting stools and sta- 
tionary seats. An attendant, a gentleman, invites her 
to sit in one of the “comfy” upholstered French chairs, 
and after ascertaining her needs, he brings forth from 
a mysterious recess a 
Pompadour slipper, a 
Du Barry pump, or 
what not! 


Decorative Walls 


The few moments 
permit her to look 
about, and her aston- 
ished gaze meets with 
the special note in the 
decorative wall de- 
signs—the medallions 
painted like minia- 
tures in tones of 
grey, depicting ladies 
in Directoire costume 
being fitted, like her- 
self, with French 
footwear... A foreign 
touch, indeed, brings 
back long forgotten 
days—days of the 
most picturesque pe- 
riod of France. 





View looking from front to rear in new Foster Boot Shop 


Again her gaze wanders, and she sees exquisitely 
modeled, carved and gilded, furniture of rich walnut, 
covered with wondrous Italian brocaded velvet. And 
oh! so comfortable-looking are the arm chairs and Ber- 
geres with unusual jade-green frames. 

The regal drapery of Louis XVI damask, with 
stately-shaped lambrequin of ancient velvet, is the 
marvel of the shop. 
Its prevailing tone of 
amethyst blends soft- 
ly with the grey and 
antique amber of the 
wall decorations and 
is further softened by 
amber lights in 
wrought silver chan- 
deliers. 


She Buys the Best 


There is so much 
more that the eye can- 
not encompass in 
these brief moments, 
but she experiences a 
feeling of luxurious 
well-being, which 
brings the desired re- 
sults. She orders the 
best, the most exquis- 
ite, the delicately- 
built footwear, Foster 
footwear, enhanced 
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Foster unrivaled silk hosiery. Shoes, boots, slippers, 
pumps, mules, rare buckles, yes, and hose in every color 
and shade to match. 

Quality, shape, discriminative taste is displayed and 
accepted without hesitation. In these princely sur- 
roundings, designed and carried out by the Schachner 
and Kellogg studios, 30 North Michigan Boulevard, 
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Chicago, price is seldom a customer consideration. 
Concealed Shelving 


The only shelving exposed to view is that behind 
the buckle case near the entrance. All the shoe shelv- 
ing is behind the panels. The entrance to the shelving 
is through curtained entrances. 


Make ’Em Look Into Your Windows 


And Some of Them Will Come Into You Store and Buy Shoes 


My Lady’s Shoes 


Make your window trim look like a woman’s dress- 
ing room. 

Put draperies at the sides of your windows. 

Put a rug of extremely simple design and color on 
the floor. 

Put a dressing table and chair in the background. 

Fix up the dressing table so that it looks like a real 
one that is in actual service. Have upon it the proper 
toilet articles, a photo or two and a candle. 

Throw a negligee across the back of the dressing 
chair and drape a pair of stockings from the seat of 
the chair. 

Put in a window box at the side of the dressing table 


Anyway, make it appear like the corner of a room 
in which a real person lives and has shoes that she 
wears. j 


Shoes for All the Family 


Let the Public See “Your Service Plan”’ 


Just a long line of shoes for both sexes and all ages 
from the “daddy shoes” in a large size right down 
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and place a couple of pictures on the wall. 

Place my lady’s shoes in the foreground. By put- 
ting shoe-trees into each pair you will carry the sug- 
gestion of the right way to care for shoes. ; 

You might get the necessary furniture from a dealer 
in home furnishings in your community and square it 
with him by a little card on the dresser or window box 
acknowledging that the furnishings were loaned by 
“So and So.” If you can’t do that give the better 
half of your family a week’s trip and burglarize your 
own home for the necessary furnishings to fit out that 
window. 















































Putting something besides shoes in the window 





the line to baby’s first foot coverings. 

You can make this some exhibit with a little thought 
and care as to the sizes, styles and color effect. 

Behind this line of shoes put a model of a house 
that has a bit of character to its design—place it upon 
a greensward cloth or a plot of grass scenery with the 
walks leading up to the entrances of the house. Get 
some dwarf trees and little shrubs in small tubs and 
place them artistically around and you'll carry to the 
eyes of those that look in upon your display the mes- 
sage of a home, a family, and that you have shoes in 
all sizes, all lasts and styles from daddy to the infant. .. 
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Do You Write Your Ads for the Day Coach or 
the Pullman Car Crowd? 


If the Printed Word Is to Help Increase Your Sales, 
There Are About Three Things You Should 
Keep Constantly in Mind 


(The following article is taken from a remarkably 
able and interesting address made by Mr. Arant be- 
fore the recent convention of the Iowa Retail Shoe 
Dealers’ Associaiton—Editorial Note.) 


While advertising is selling and it has to do with 
store service, yet the same principles enter into selling 
by means of the written word as in selling personally. 

When we advertise we are advertising to people, 
and when we sell we are selling to people. In fact, 
pretty nearly everything we do in this world has to 
do with people. We are in contact with human beings 
all the time and there are a good many things we 
don’t talk about that are of great importance. 

I would like to have you realize what the people 
are with whom you deal—to whom you write advertise- 
ments. The Harvard Institute of Business has done a 
wonderful work measuring mentality; and different 
institutions of business in the United States are spend- 
ing much time gathering information. 

These men who have measured the mentality of peo- 
ple agree on these figures: 

4.8 per cent of the people are men very much 
above the average—Charles Schwabs, Edisons—men in 
that class. There are 16.2 per cent, approximately, 
who are superior—the people who tell other people 
what todo. They direct the energy of the mass. And 
in that group come teachers, instructors, owners of 
businesses—those who direct other people’s energy. 
Then there is 59.7 per cent who are average people, 
and 17.7 per cent below the average. 1.2 per cent are 
imbeciles. 

Where is this group of people we do business with? 
Who are they? I think you will ad- 
mit we are not selling Schwabs and 
Edisons. If we did, we would find 
those people easiest to sell. They 
want ordinary things because they 
are busy men, interested in every- 
thing and you can sell them easily. 
The 16.2 per cent are rather hard to 
sell—you don’t put anything over on 
them and if you contradict- yourself 
in any way they get you quickly. If 
you are not up to snuff they are 
ahead of you, looking back. But this 
59.7 per cent group is the group that 
we deal with. 

Those figures may at first seem 
out of the way to you and hardly be- 
lievable, but it’s so, and right here 
in the United States. Those people 
are down in the bottoms as well as 
along the avenue. A man may come 
to your store in a Cadillac and have 
a few diamonds, but his mentality, 
when it comes to the problems you 





W. S. Arant 


know about, may not be any different from that of the 
fellow who lays brick. 

The best way in which I[ can visualize this people is 
by saying that the 1.2 per cent are on a hand-car as 
they travel across this town; the 17.7 per cent are in 
the caboose coming right along; the 59.7 per cent— 
the great average crowd of people—are in the day 
coach; we find the 16.2 per cent—the superior—in the 
Pullman—and the 4.8 per cent probably will be in a 
private car. ‘ 

We deal with those people in the day coach. 

The hardest thing you do is to write your advertis- 
ing to simple people, people about fourteen or fifteen 
years old—the people you deal with. If they are in- 
terested, they want to know what the fellow is talking 
about, and you don’t have to use high-sounding words, 
long words, to get your message to them. So writing 
an ad should not be hard and we should not put it off. 

An advertisement should be square. Pcyhologists 
discovered that, and we follow in their footsteps. A 


. thing in a circle is hard to read and people don’t want 


to do it. A psychologist who measures people’s minds, 
visions and eyes says that when we are looking through 
the paper or magazine or at a billboard, our eyes al- 
ways look at the top first. When we look at a man 
we look at his head, not his feet. Now, we are ad- 
vertising to people and we are going to make it easy 
for them to tell at a glance what this advertisement is. 
So we put a headline at the top. 

We are writing a shoe ad and are going to talk 
about women’s shoes. We may say—“For Women.” 
We are going to bring to their mind something that 
they want. Advertising is news, and so we are going 
to give them some news, and are go- 
ing to tell our story in the headline. 

In the news items, for instance, 
the condensed story is in the head- 
line. It requires more ability for 
the man who writes the headline 
than it does for the fellow who 
writes the news item, because he has 
to condense in that headline almost 
the whole story because that head- 
line gets the people’s glance as they 
go through the paper. Sometimes 
there is a sub-title that will get you 
into the story. 

Suppose we say, “New Easter 
Straps.” What do we do to make it 
easier to tell our story and get 100 
words into one glance? We put the 
picture of a pretty new strap, gray 
shoe. Of course we will have to tell 
them in the story that it is gray, 
but at a glance they see the picture 
and at a glance they get the head- 
line and they are interested. Ad- 

(Continued on page. 44.) 
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‘The brogue is no longer a novelty. Well dressed men 
have adopted this comfortable, distinctive style for per- 
manent wear. Our Thompson brogue models combine 
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A New An Original 
Grey Model” Tongue Design 
—of exquisite —in swede 
daintiness and satin 
Pema TR sap bore is shetched «sla 
to the left. derlaid with suede. 
—pearl grey seede..$15.00 —black satin. . ....$12.50 
Sey bid. .$15.00 Tpleck seede...77$14.50 
che in block eatin $1 50 —brown suede... .$14.50 


Fashionable Grey Styles with-Cuban Heels 
Grey mubuck pumps; one strap, leather heels, $8.50 
” Grey suede pumps, two @raps, covered heels, $12.50 
Grey svete oxfords; plain and kid trimmed, $12.50 
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Retail advertising in newspapers is showing wonderful improvement in space, text and illustration 
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Black satin continues 
good, especially with 
straps. 





Watch the Demand for Blacks 


The past ten days has seen a 
blacks in shoe 
stores of the country that is 
quite phenomenal. No mer- 
chant can account for it, but it 
is a fact that blacks are being 
called for in all the leathers 
and all the styles. 


demand for 


A tongue novelty in 
black kid with pendant 
jewel ornament. 











Do You Write Your Ads for the Day Coach 
or the Pullman 


(Continued from page 42) 


vertising is news. The words—‘“New Easter Straps” 
—and the picture, tell as much as you could write in 
50 words. You have arrested their attention. 

Then we give a little description of this shoe we are 
advertising. Who are you talking to? People who are 
not very old, and remember that the mind is easily con- 
fused. Therefore you must get the story in simple 
language. So we are going to describe this pretty 
strap and we must remember that the mind gets about 
three things. 

If I were selling this tab!e I would not tell you fif- 
teen things about it. I would figure out the three dom- 
inating things about that table and sell you on those 
three without confusing your mind. If I should tell 
you about a dozen facts about the table, your mind 
would be somewhat confused; and I would probably 
contradict myself. 

And it’s just the same with the salesman who sur- 
rounds your customer with a dozen pair of shoes, mak- 
ing it hard for that customer to select a pair of shoes 
because her mind is confused. 

You sell people by not confusing their minds and 
by telling them not more than three things which you 
know they want to know. 

And that’s the way with the department store ad. 
It may cover a whole page but right in the center or up 
at the top or in one of the corners you will find their 
teaser—their bargain. And the other things in all the 
groups will be set off so that each one stands out in 
the departments, but they have the tempting thing 
right up where everybody looks, and they haven’t long 
headlines as a rule. You can tease a reader into 
reading a long headline only if the illustration is very 
attractive and very timely. 

I have been very interested in Carson, Pirie & 
Scott’s advertisements. They are just news, and they 
tell me something about advertising—that a few years 


ago advertisements were just advertisements, that’s 
all. People read them and said: 

“Well, that’s just an ad.” 

But to-day advertisements are news and people look 
for them and you know that the shoe business is grad- 
ually getting to be a timely business. 

Fewer men are buying the same shoe over and over 
again. They want something new. If you have a cer- 
tain number of styles that you carried over from last 
year that cost you too much money, of course you want 
to sell them, but you must remember that there is a 
great big group of men looking for something new, 
and if you keep old shoes in the window they will go 
up the street to the next window. They want to see 
the ball strap, ginger-bread and doggy things, and 
they are looking in the papers because advertising is 
news. So you men who neglect to advertise neglect 
to tell your group of people, your customers that are 
looking for shoe news, what you have. You men who 
neglect to write an ad every week or two a week tell- 
ing about the things you are getting in that the men 
are looking for and the women are ijooking for, are leav- 
ing it to some live fellow to do it. 

Who’s the shoe man who stands out in the minds of 
the people at all times? It’s the fellow that is always 
telling people the things they want to know. 





Chicago Gets Convention 


National Shoe Retailers’ Association decides 
upon the Coliseum and Annex for great na- 
tional convention, January 9 to 12, 1922. 
Simplicity of exhibits through uniformity 
of booths. General convention committee: 
John O’Connor, chairman; A. H. Rosenbach, 
C. K. Chisholm, R. Metz, F. E. Foster, Otto 
Hassel, and F. P. Meyer, convention execu- 
tives. 
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The Admirable Ads of Ahlgren 


It Is Practical and Possible for the Merchant Who Runs the Store 
to Tell Best the Service of That Store 


Over the door of the store, or, rather, over the 
whole store front was the name of “AHLGREN” in 
one of those day-and-night signs that look so classy 
at either time. The whole outside of the store indi- 
cated prosperity and aggressive business methods. 
That was where Dave Ahlgren had built up the best 
shoe business in town, and I suspected that good news- 
paper advertising was responsible for his success. 

His newspaper ads compelled attention, and they 
interested me. I thought I would like to talk with 
him about them and find out how he had developed 
into such a good advertiser. Only the night before 
I had read in our local paper his announcement about 
shoe buckles. It attracted my attention just because 
he had it set up to look like poetry, and that started 
me to reading it, and I kept on because I was inter- 
ested in what it said. Friend wife read it, too, and 
that was going to cost me about ten bucks before the 
effect of the ad wore. off. The ad was like this: 


BUCKLES ADD STYLE 


You can add just about one hundred per cent 
To the style of a pair of slippers 

By putting handsome buckles on them. Buckles 
Give a style you cannot get without them. 


You should see our wonderful new line of 
Rhinestones, bronze, jet, cut steel and 

Other designs. They are as beautiful as if 
They were pieces of handsome jewelry. 


These buckles, you know, can be changed easily 
From one pair of slippers to another. 

They are a permanent addition to the ornamentation 
Of your footwear. That last indefinitely. 


We have designs suited to every occasion, from 
The most formal state affair to the least 
Formal event, or to everyday street wear. 
Prices range from 75 cents to $25. 
AHLGREN’S. 


I thought that was a pretty good advertisement. I 
thought so because I claim to know something about 
what is good advertising, and I knew so, because, after 
reading it, I felt that my wife ought to brighten up 
her footwear with some buckles. I knew it, too, be- 
cause wifie saw that ad and read it without my having 
to call her attention to it, and she thought just as I 
did about buying buckles, and I’m not sure but she 
thought it first. 

When I went in to see Ahlgren I found him back 
at his desk poring over 'a copy of his shoe trade paper. 

“Who writes your advertisements, Ahlgren?” I 
asked. 

“Who writes ’em? Why, I write ’em myself. 
Why?” he came right back. 

“They’re so blamed good I thought you must have 
them written by a professional,” I explained. 


You Know the Business—Tell It 


“Sure, they’re written by a professional. I’m a 
professional. I know more about my business and my 
stock than any outsider does. I know more about 
what my customers want, and I know what kind of 


ads pull in the business. If I know more about all 
those things than anybody else, I don’t see why in 
Sam Hill I can’t qualify as a professional. I ought to 
get in as a semi-pro, anyhow.” 

There didn’t seem to be any logical objection to his 
statement. 

“You’re a pretty busy merchant,” I suggested. “I 
should think you would hate to give-up enough time to 
it to get all your advertisements written, especially 
when you have to take pains to make them so good.” 

“What is my time good for?” Ahlgren wanted to 
know. ‘What do I use my time for but to make my 
business successful? And I guess there isn’t any- 
thing I do that pays better than writing advertise- 
ments that get the business. Advertising is what 
makes money for me. 


Who Writes Your Ads? 


“It used to take a good deal more of my time to 
write these advertisements than it does now. When 
I started in, I admit it was hard work. I never had 
done anything of that sort, and I’ll say I did sweat 
over it some. But I had more time to spare in those 
days, and I made it count in that way. Lots of fel- 
lows would have picked up the knack quicker than I 
did, and some fellows wouldn’t have been as slow as 
I was in tumbling to the fact that the trade papers are 
full of helps right along this line. 


Keeps a Good Scrap Book 


“But I studied the ads of other stores, shoe stores 
and department stores that had what you call pro- 
fessional advertising writers. I clipped out every good 
ad I saw anywhere in a newspaper or in a trade paper. 
I bought a few books on advertising, and I kept work- 
ing at the job, writing ’em and then writing ’em over 
again until I got ’em so they suited me. I suppose 
the main thing was that I stuck right to it, but I was 
determined to learn how.” 

“You weren’t a born ad writer, then?” 

“Absolutely not. I was a dub, the worst ever. But 
after a time I saw that folks were coming in and 
speaking about having seen something I advertised, 
and that encouraged me. You don’t know how good 
I’d feel to have a customer ask for something and 
say he’d seen my ad. And in time I got quite chesty 
about my advertising—just like you see me now. It’s 
got to be a craze with me. I’m a regular advertising 
nut, I guess. I keep a big scrapbook of all the ads I 
ever used. Want to see it?” 

Of course I did. “Bring it out,” I said. 

“Sit down here and I’ll put it on the desk for you. 
It’s too big to hold in your hands.” 


Ahlgren soon put before me the biggest scrapbook 
I ever saw. It was a home-made affair—just big 
sheets of manila wrapping paper, perforated and tied 
through the back to make a book with pages that would 
take a half-page newspaper advertisement. 

“Look this through,” said he. “I would like to have 
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"4 I was extremely popular 
as a-Colonial—when my 
tongue was much larger. 
Now with a dainty one 
which shows the full 
sweeping grace of instep 
Lhold new delights. Then 
too, the new and charm- 
ing scroll effects are mine 
exclusively this season. 
Your enjoyment of my 
company on many, many 
occasions will prove this a 
good way to spend $10. 
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. The value of our shoes, aside 
from the allurement of style, 
rests in the fact that they re- 
main stylish as long as you care 
to wear them—and longer. Such 
is possible only in well-made 


footwear. 








Jot Down Blank’s 
for Up-to-the-Minute 
Footwear and Hosiery 


Why not make that fourth item on 
your “shopping list” this awfully 
smart model. All grey—strictly in 
harmony with the season’s modes— 
with harness buckled straps. It’s a 
dandy with a popularity that’s fast 
growing. Select your hosiery here, too, 
All the latest colorings. 
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to save time. 


A Pleasant Place to Visit 
What does shopping mean to you? 
Endless tramping, tiresome delays, dis- 
appointment at not being able to find the 
style you want? 
—or do you visit 


The Store of Service 
where, in addition to the latest and best 
styles, you are sure to enjoy the pleasure 
of being ably assisted in making a suitable 
selection. 
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The 
Recorder 


N a busy morning you'll find 








suggestions here and there 
on these pages that will help you 
to “catch up.” Both designs and 
copy are adaptable to any need 
or locality. 
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Ad- Visor 
Service 


AKE every ad just as attrac- 

tive, assertive, convincing, 

truthful, timely, informative, en- 

thusiastic and individual as you 

can without over-stepping the 
bounds of sincerity. 





















































































































































When You 
A-sporting Go! 


Fashion sponsored this 
style at fashionable south- 
ern watering places while 
we were still wrapped in 
furs. The charm of this 
white buck oxford is 
heightened with novel 
leather trimmings, which 








may be either black or 
tan. The smart sport 





costume will welcome the 
added style feature of this 











lively model. Correct to 








a fault. 











A Charming Display of 





Sport Shoes 











Fresh from their triumphs in 





the sunny South each sport shoe 
in our stock betokens great pos- 


















sy 





sibilities of new conquests this 
season. 


There are lasts and leathers, 
trimmings and trimness de- 
signed to charm the most ardent 
and exacting . Summer Girl. 
Don’t miss seeing them. 








For That New Gown! 


Its slender 


Select this clever model. 


lines, new shade of tan and winning 
swing of the heel will supplement the 
style-idea conveyed in the cut of dress 


or hat. 





























The zest and sparkle of Spring will find 
jolly companionship in the crisp, new 
styles at Blanks. 


Perfect fit is as much desired as attractive 
styles. That is perhaps why Blank’s shoes 
are worn pair after pair once milady has 
experienced the pleasant feel and fit that 
go with faultless Blank style. 


Whether you spend much or little for your 
footwear at this shop it will be well spent. 
Low prices prevail on high quality foot- 
wear, which means you may practise the 
easy economy of having two pairs instead 
of one—and both will last longer, worn 
alternately. 
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you see how bad they were at first, and see if you 
don’t think I’ve improved them a good deal.” 

The big book was nearly full and would soon have 
to have another bunch of pages added. I soon saw 
that Ahlgren’s first efforts had been as crude as any- 
one’s. They were not much more than the old “Hats, 
caps, boots, shoes, &c.,” kind that our grandfathers 
used to put in the paper when they started in business 
and leave there until the sheriff sold them out. Each 
of his early ads tried to advertise everything he sold. 


An Education in Leathers 


But that stage did not go very far. He evidently 
saw very soon that it was not advertising that would 
produce any results, and pretty soon I began to come 
to better ads, ads that picked out one thing and boosted 
it hard enough to make an impression. Here is one 
good one that put over a talk that must have produced 
results: 


BEAUTIFUL KID SHOES 


There is no shoe that is as dressy.as a kid shoe. 
There is more style to kid and it belongs to the toilet 
for special occasions. Everybody knows kid is the 
quality shoe leather. 

ut did you know that scientific tests have proved 
that for uppers there is no leather so strong, no 
leather that will wear longer than kid? Kid uppers 
outlast the heavier, coarser leathers. 

In addition to fashionable kid shoes for wear at 
times when the whole costume is your very best, we 
have a wonderful line of street shoes in kid. These 
shoes are of the highest grade of finish. They speak 
of style to the casual glance. And the color is dyed 
clear through the leather, not merely painted on the 
surface. All made of the best grade of skins. 

If you are looking for shoes that are style all the 
while, fashion’s latest without being freakish, let us 
show you our BLANK line of kid shoes. The prices 
are $ »$ , and $ ‘ AHLGREN’S. 


As I was reading that ad Ahlgren remarked: “That 
one sold me out on all but a few sizes of kid shoes 
for street wear, though, to be sure, I did not buy in 
very large lots in those days.” 


Shoe Service to Children 





Another advertisement that attracted my attention 
was one of children’s shoes. I was particularly struck 
with it because it was used some years ago before 
most shoe men were paying that much attention to 
proper footwear for growing feet. 


SHOEING THE COLT 


Boys’ and girls’ feet must have a fair chance 
during the years when they are growing. If they are 
not allowed to develop their right shape and proper 
strength then, they will make trouble and discomfort 
all through life. 

Until the children reach 16 years, at least, the 
bones and muscles of their feet are just getting ready 
for life use. The shoes you put on your children up to 
15 or 16 years of age will be what will make or mar 
those feet for the rest of their lives. 

Children’s shoes must be made on lasts that are 
scientifically correct, giving proper space and proper 
fit and support. 

You can prevent your children suffering later 
from corns, bunions, weak ankles, broken down arches 
and other foot troubles. 

Let us fit your boy or girl properly with — 
———— shoes, made especially for children. We have 
them from the small baby sizes up to the growing girl 
grades which have plenty of style without sacrificing 
hygienic principles. 

We'll fit the children and fit your erp too. 

AHLGREN’S. 
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I might as well admit that that ad set me thinking 
about children’s footwear, and wondering whether cer- 
tain young members of my family were getting a fair 
chance with their feet. 

“Do you have any plan about what to advertise?” 
I asked. “Do you have a schedule or anything like 
that?” 

“Well, I do plan my ads ahead a few weeks, and, 
of course, I follow the seasons, and I make it a rule 
to advertise the seasonable goods that the other dealers 
are going to advertise, only to beat them to it.” 

“You mean that you keep your advertising a little 
in advance of the season—ahead of the game?” 


A Calendar of Shoe Events 


“You guessed it. I ‘aim to advertise this month 
the kind of shoes people will begin to buy the first of 
next month. I don’t wait for the time to come when 
people are ready to buy. I go in ahead and get them 
sold before they have made up their minds to buy some- 
thing else somewhere else. If I don’t advertise ahead 
of the demand, the demand does not come to me—at 
least, not as much of it. If I wait for the demand, | 
can’t head off the mail-ordér.competitor, who is always 
ahead of the demand. 


To Stimulate Summer Trade 


“If I wait to advertise shoes just when women want 
to buy them, they are out on the street with their 
money, looking on my competitors’ windows, instead 
of sitting at home reading my advertisement. So I get 
an early start. That summer shoe ad on that page 
was run before anyone had worn white shoes.” 

Here is the ad to which he referred: 


MEN’S SNAPPY WHITE SHOES 


The time to buy white shoes is when the summer 
weather first comes in sight. Then you have the use of 
the shoes all through the season, and the greatest 
satisfaction is in coming out in suitable footwear just 
as soon as the weather indicates white shoes. 

Get a pair of good white oxfords and they will 
last much longer than this summer. You do not wear 
your dressy white bucks all the while. They go 
through several seasons. Buy good ones, of good style 
and fit, and they will give you two or three years of 
service and look right all the while. 

White canvas styles cost less than ouck and look 
mighty snappy. We sell you white canvas oxfords in 
$ and $ grades, and white buck in $—— and 
$——_ grades. 

Come and get a pair while we have your size. 
Why not open an account with us and pay for the 
shoes later if not convenient to pay right now? 

Good white shoes will add fifty = cent to the 
class of your summer dress. HLGREN’S. 


“You know Eversen’s Big Store?” Ahlgren inquired. 
“The one that opened with such a big splurge and 
closed with such a bang when the sheriff shut it up.” 


“The same. I thought for a long time something 
like that would happen to them because their adver- 
tising always dragged. They were always just a little 
bit behind the times. They would come out June first 
with an ad they ought to have run about the middle 
of May. They would announce the showing of shoes 
for the June wedding business along—well, about the 
tenth of June. You know as well as I do that the 
people getting ready for June weddings are getting 
ready in May, sometimes earlier. Who ever saw 4 
June bride waiting until June to get her wedding 
shoes? And the same way with her bridesmaids. 
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Interior of new Hanan store in Cleveland 


In Gold and Blue on a Base of Buff 


Beautiful Color Scheme the 


Feature of 


New Hanan Store in Cleveland 


Cleveland folk gasped with astonishment and admi- 
ration when the new Hanan shoe store was opened for 
business on Tuesday, March 15. It is situated at 
1401-03 Euclid avenue, in what was the heart of the 
best residence section of that famous street years ago, 
but what is now one of the busiest and best shopping 
centers of the entire city. The Hanan store three 
blocks farther down closed Saturday night (Feb. 12) 
and the entire stock was transferred from the old to 
the new store. 

Color Scheme of Buff 


Customers enter the store through a wide doorway 
draped in buff tapestry. The entire store presents a 
buff color scheme that is both restful and pleasing to 
the eye. The furnishings throughout are in buff 
American walnut, with here and there a dash of brown. 
The rugs are gold and blue. 

The chairs are also solid walnut. On the men’s side, 
which is on the east side of the store, they are large 
and comfortable, and upholstered in leather. On the 
women’s side to the west, the chairs are just as com- 
nn and have cane backs and tapestry covered 
seats. 


Children’s Shoes on Mezzanine 


; On the mezzanine, around which there runs a rail- 
ing in walnut, is to be found the children’s depart- 


ment. The chairs there are made of walnut with cane 
backs and tapestry covered seats. Walnut foot stools 
are covered with blue velour to match the rugs. A 
special form of ladder that is used in all Hanan stores, 
also is “all dressed up in walnut.” The front windows 
are handsomely draped in buff tapestry. The floor of 
the windows is of hardwood. 


Amber-Colored Lights 


Offices also furnished in solid walnut and equipped 
with all modern appliances are in the rear on the first 
floor. Over it all is a series of amber colored lamps. 

Down through the main floor runs a long walnut 
counter, on top of which are flowers. The counter is 
approximately 100 ft. long. At the head of this coun- 
ter is a walnut counter with glass front. There are 
three other similar counters at the front of the store, 
and in each there is an attractive display of footwear. 


Few Shoes in Windows 


One of the strongest features about the whole store 
is the windows. They are finished in brown buff to 
match the interior. The tapestry drapings add a touch 
of beauty. A few choice flowers, a half dozen pairs of 
the most attractive footwear and a few pairs of silk 
stockings to match, complete an exhibit that figura- 
tively reaches out and impels the pedestrian to stop 
and gaze. 
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The Big Mid-Season Event 


National Shoe and Leather Exposition and Style Show in Boston, 





The National Shoe and Leather Exposition and 
Style Show in the Mechanics’ Building, Boston, on 
July 11, 12, 13 and 14 promises to be the turning 
point of a long, plugging contest against falling 
prices and adverse trade conditions. 

The associated manufacturers and retailers behind 
the show have had a full year to study other exposi- 
tions and to work out plans making for definite im- 
provements and innovations in the not-easy tech- 
nique of exhibiting leather, shoes and all the many 
things entering into their manufacture. During the 
past year the officers and directors have had their 
ears to the ground for any hint of style improve- 
ment. 

A Trade Stimulus in July 


The result in July will be an exhibition which will 
bring great credit and thousands of visitors to the 
old Bay State and will provide a trade inspiration and 
stimulus which will react for the betterment of the 
entire industry all over the United States and Can- 
ada and extend to our friends in the markets across 
the seas. 

The good. fortunes of the Boston Exposition and 
Style Show are horoscoped in a splendid list of offi- 
cers, directors, working committees and a profes- 
sional exposition manager whose -reputation is na- 
tional as a man who paints “Success” across every 
show he handles—Chester I. Campbell. Every one 
of the directors and committeemen are known as 
executives of more than ordinary ability and were 
selected for their reputation of “putting across” 
whatever they attempt. From Albert N. Blake of the 
Watson Shoe Company, Lynn, president of the Na- 
tional Shoe and Leather Exposition and Style Show, 
Inc., down through the list of those actively respon- 
sible for its success, every member represents a 
definite success in his own field and firm. 


The Harmonies of Co-operation 


And not only is the individual quality of the show’s 
directorate of the highest, but the all-important 
spirit of co-operation is also in evidence. Every- 
body has been working harmoniously for many weeks 
on the ground work of the show’s plans, each officer 
and committee trying to make the work dovetail to 
best advantage. 

Perhaps the ideal of the Executive Committee was 
stated in .a remark made by Thomas F. Anderson, 
secretary of the exposition’s management. “The name 
of the exposition is ‘National’ because we, an offi- 
cially recognized association of manufacturers and 
retailers, have already demonstrated that an exposi- 
tion representing the national industry can be held 
here in Boston. As a matter of fact, it will not be 
long before we could change the name to ‘Interna- 
tional,’ if we wished, for I have had many letters 
from abroad which show a lively interest in this move- 
ment and what we are striving to do for the indus- 
try. Give us better trade conditions next year and 


July 11, 12, 13, 14. 


we will put on a show which will have world-wide 
significance and influence.” 


Who’s Who Among the Workers 


The officers, directors and committees of the July 
National Exposition and Style Show are: 


OFFICERS 


Albert N. Blake, President, Watson Shoe Co., Lynn. 

Herbert T. Drake, First Vice-President, Emerson Shoe Co., 
Rockland. 

James A. Munroe, Second Vice-President, E. T. Wright & Co., 
Inc., Rockland. 

Willis R. Fisher, Third Vice-President, A. C. Lawrence Leather 
Co., Boston. 

Charles C. Hoyt, Treasurer, Farnsworth, Hoyt Co., Boston. 

Thomas F. Anderson, Clerk, Boston. - 


DIRECTORS 


Harry I. Thayer, Thayer-Foss Co., Boston. 

Oliver M. Fisher, M. A. Packard Co., Boston. 

Frank R. Briggs, Thomas G, Plant Co., Boston. 

Arthur W. Wellington, United States Leather Co., Boston. 
Herbert T. Drake, Emerson Shoe Co., Rockland. 

Willis R. Fisher, A. C. Lawrence Leather Co., Boston. 
James A. Munroe, E. T. Wright & Co., Inc., Rockland. 
Charles C. Hoyt, Farnsworth, Hoyt Co., Boston. 


“Maj. Charles T. Cahill, United Shoe Mach. Corp., Boston. 


L. H. Downs, Charles K. Fox, Inc., Haverhill. 

Cecil Q. Adams, Bristol Patent Leather Co., Boston. 
Albert N; Blake, Watson Shoe Co., Lynn. 

A. J. Sweet, Lunn & Sweet Co., Auburn, Me. 

Edwin P. Holmes, Parker, Holmes & Co., Boston. 
Thomas F. Anderson, Boston. 


EXECUTIVE COMMITTEE 


Albert N. Blake, Chairman, Watson Shoe Co., Lynn. 
Herbert T. Drake, Emerson Shoe Co., Rockland. 
James A. Munroe, E. T. Wright & Co., Inc., Rockland. 
Willis R. Fisher, A. C. Lawrence Leather Co., Boston. 
Charles C. Hoyt, Farnsworth, Hoyt Co., Boston. 
Thomas F. Anderson, Boston. 


EXHIBITS COMMITTEE 


Maj. Charles T. Cahill, Chairman, United Shoe Mach. Cor) 
Arthur W. Wellington, United States Leather Co., Boston 
Frank S. Farnum, Churchill & Alden Co., Brockton. 
Edwin P. Holmes, Parker, Holmes & Co., Boston. 

Willis R. Fisher, A. C. Lawrence Leather Co., Boston. 
Charles C. Hoyt, Farnsworth, Hoyt Co., Boston. 

E. L. Prescott, W. H. McElwain Co., Boston. 

F. W. Small, The Gilchrist Company, Boston. 

EE. L. Phipps, United States Rubber Co., Boston. 


STYLE SHOW COMMITTEE 


James A. Munroe, Chairman, E. T. Wright & Co., Inc. 
Frederick W. Dow, Tolman, Dow & Co., Boston. 

Paul Jones, Commonwealth Shoe and Leather Co., Whitman. 
Hollis B. Scates, Emerson Shoe Co., Rockland. 

James H. Stone, The Shoe Retailer, Boston. 

Arthur D, Anderson, Boot and Shoe Recorder, Boston. 
Walter G. Dennison, Rice & Hutchins, Inc., Boston. 

Arthur E. Hawkins, Thomas G. Plant Co., Boston. 

Herman E. Lewis, Haverhill. 

Charles D. MacLaughlin, Bresnahan-MacLaughlin Co., Lynn. 
A, E. Mead, Upham Bros. Co., Stoughton. 

‘Edward Marshall, John Pell & Son Last Co., Brockton. 

L. Caywood Clem, Dunbar Pattern Co., Boston. 

Edward M. Rickard, Rickard Shoe Co., Haverhill. 

George R. Walmsley, Cambridge. 


PUBLICITY COMMITTEE 


H. W. Fleming, Chairman, Churchill & Alden Co., Brockton 
Herbert T. Drake, Emerson Shoe Co., Rockland. 

Harry F. Malloy, The Shoe Retailer, Boston. 

William B. LeBrecht, Boot and Shoe Recorder, Boston. 
A. J. Sweet, Lunn & Sweet Co., Auburn, Me. 

W. W. Willson, Rice & Hutchins, Inc., Boston. 

Henry E. Hagan, H. E. Hagan & Co., Boston. 

Irving B. Howe, A. H. Howe & Sons, Boston. 

J. J. Buckley, The Regal Shoe Co., Boston. 

Thomas F. Anderson, Boston. 

Henry Gilson, Brockton Rand Co., Brockton. 
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HOSPITALITY COMMITTEE 
Thomas A. Delany, Chairman, Boston. 
David J, Tobin, Boston. 
Edward M. Cox, Milton. 
Sydney L. Curry, Roxbury. 
Charles F. Maxwell, Winchester. 
Gcorge Manson, Brockton. 

As to the details of the Exposition and Style Show 
Major Charles T. Cahill, chairman of the Exhibits 
Committee, and James A. Munroe, chairman of the 
Style Show Committee, both feel it is a bit early 
to make any extended announcement. Their many 
plans will not crystallize for several weeks. 

In a general way the exposition will be along the 
same lines as last year’s, the two large halls and 
basement of the Mechanics Building being utilized 
as before. While both are being sold for exposi- 
tion purposes, the Style Show will be held in Me- 
chanics Hall. 

The official dates are from July 11 to 14 ine. But 
Friday, July 15, might also be included, for on that 
day it is planned to have one of the finest street 
parades Boston ever witnessed—the day being dedi- 
cated by the New England Manufacturers of the 
Show, and allowing the employees of the industry 
to fall into line for a big celebration. Speakers of 
national prominence will be secured for that day. 


Something New in Style Runways 


There will be some radical changes in the arrange- 
ment of the Style Show under the personal direction 
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of G. R. Walmsley. It is said over one hundred mod- 
els will be used. There will be an intensive lighting 
system on the runways such as has never before 
been used at a shoe style show and an entirely new 
method of presenting the models to the audience. 
The entire effort of the Style Show Committee will 
be centered on making the shoe and its manufac- 
turer’s name plainly visible to every one in the audi- 
ence. Those who know the plans of the Style Show 
Committee say this will be the most gorgeous show 
ever held in America in the matter of decorations, 
lighting and models. 

Hospitality, including the welcoming and care for 
the show’s visitors, has been placed in the safe hands 
of Thomas A. Delany, his fellow committeemen and 
the Shoe Travelers’ Association. This bunch of 
good fellows will not only hitch an extra length to 
the latch string but will also put a rock against the 
door so it cannot possibly shut during the five days 
of the show. Their plans will also be announced 
at a later date. 

It is realized that publicity should play an im- 
portant part in as important an exposition as this, 
and the publicity committee, of which H. W. Flem- 
ing of Churchill & Alden Co., Brockton, is chair- 
man, is busy on an advertising campaign. This 
will include newspaper, business paper and direct 
mail copy with handsome posters and other adver- 
tising angles. The campaign will be launched the 
first of May. 





Fyfe’s Fellowship Club 


Promotes Efficiency and Esprit de Corps Among Salespersons 


By D. G. Baird 


While competition between salespersons in a great 
mercantile establishment is an excellent factor in 
promoting individual efficiency, co-operation is more 
to be desired in building trade, according to A. O. 
Day, general manager of the R. H. Fyfe Company’s 
great shoe establishment in Detroit. 

Mr. Day knows from experience. His firm em- 
ploys some two hundred twenty salespersons, and a 
short time ago these salespersons were almost fight- 
ing one another. Competition had been developed 
beyond the point where it ceases to be an asset to 
an employer. 

And, strangely enough, this rivalry was not occa- 
sioned by the efforts of each one to excel all the 
others in making sales. In fact, the opposition—for 
such it really became—was not between individuals, 
but between the salespersons of the different depart- 
ments and floors. 


Departments of Service 


_ The Fyfe store, while handling shoes exclusively, 
is organized on the department store principle. 
Women’s expensive shoes are to be found on one 
floor, while women’s inexpensive shoes are to be 
found on another floor. This is as it should be, but 
when a woman who wishes to purchase a pair of 
inexpensive shoes wanders into the more ambitious 
department, the salesman in that department should 
tell her where to find the shoes she desires and give 


her every assistance. He should lend his aid to his 
fellow salesman in the other department in securing 
the sale. 

But Fyfe’s salesmen were not doing this. When 
the wandering lady in search of an inexpensive pair 
of shoes entered the department where the expensive 
shoes are on sale, the salesman in that department 
proceeded to marshal his full selling strength and 
to sell that lady a pair of shoes for more money than 
she cared to spend on foot gear. If he even hinted 
that the house carried less expensive shoes, he did 
so after he had exhausted every effort to sell her 
his own line, which is not as it should be. 


Making the Salespeople Acquainted 


Such tactics readily produce dissatisfied customers, 
and the executives of the store began to look for 
the cause and the remedy of this excessive compe- 
tition. They soon found that there was no good 
reason for the existence of such a condition except 
for the fact that in some way the salesmen in the 
different departments, handling their own exclusive 
lines all the time, were almost total strangers to one 
another and in some way had gradually developed a 
feeling that they were competing with one another 
for trade. They were very much like employees of 
different stores in their efforts to prevent any cus- 
tomer from leaving their departments without hav- 
ing made a purchase. 
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The remedy was likewise easily found. As the 
situation seemed to be largely due to the employees 
not being acquainted, the cure very naturally would 
be to make them know one another; and as they 
could not well come to know one another by working 
togther under the existing organization, the obvious 
expedient was to get them to play together. 

Athletics and social functions was the answer. The 
management proposed to the employees that the 
latter organize a number of athletic teams among 
themselves and the house would bear the expense of 
equipment and would go half on any other expenses 
of any kind that might be incurred. 

The salesmen accepted the suggestion with alac- 
rity and several basketball and bowling teams were 
organized. Then, as it was openly understood that 
the purpose was to promote good fellowship among 
all the employees, it was decided to organize a fel- 
lowship club in which membership would be optional 
and which would promote good will among the em- 
ployees in every possible manner. 


The Fellowship Club 


“Inasmuch as the purpose of the club is to foster 
the spirit of good will and co-operation among our- 
selves,” explains J. A. Murphy, president, ‘“member- 
ship must obviously be made optional. Any em- 
ployee of the company is eligible to membership, but 
no one is coerced to join. As it is through this club 
that all social and athletic features are planned and 
promoted, not many, however, care to remain out 
of it. 

“Officers of the club are elected by vote of all the 
members and committees are appointed to supervise 
our different interests such as basketball, bowling, 
baseball, entertainments, and the like. Each mem- 
ber pays dues of fifty cents a month and this money 
goes to help pay for banquets or other entertain- 
ments that require the expenditure of any consider- 
able sum. 

“In organizing our athletic teams, for example, we 
usually begin by electing a captain on each floor. He 
then proceeds to organize his own team by selecting 
and developing such material as he has on his floor 
of the store. 

“All games are played by opposing teams from the 
store only, no outside competition being desired ex- 
cept in baseball. We have six male and four female 
basketball teams and an equal number of bowling 
teams, so you see we can find all the competition we 
desire right at home. 

“The girls and boys do not play against one an- 
other, but the ladies have been very enthusiastic over 
the sport and I shouldn’t be surprised if they could 
give the men stiff opposition in either bowling or 
basketball.” 

The teams pay for the use of the alleys while 
bowling at a recreation building near the store, but 
arrangements have been made whereby they secure 
the use of a floor for basketball for merely paying 
the janitor fee, which is very small. 

Only one baseball team was placed in the field 
last year, but it is planned to send out several this 
summer and to play in an industrial league com- 
posed of teams from the department stores of the 
—™ Enjoyable Social Functions 

.The Fellowship Club also promotes dances, the- 
atricals, musicals,. and banquets for the recreation 
of its members. Dances are held every six weeks or 
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so in the store, which is admirably fitted for the 
pastime. Floors are of smooth hardwood and there 
is a mezzanine just above the dance floor where the 
orchestra is ensconced as nicely as if the place were 
made for it. 

At these functions unusual features are usually 
introduced to lend added charm. There are serpen- 
tine dances, mock weddings, sleight-of-hand per- 
formances, and vaudeville stunts, all supplied by 
members of the club. With the exception of the 
orchestra, no outside talent whatever is employed. 

At the occasional entertainments and club meet- 
ings, local talent is also called upon to entertain. 
In this way it has been found that the club members 
are well gifted in many ways. There are comedians, 
magicians, writers, orators, jokesmiths, singers, and 
instrumental musicians of many varieties. 

Members are allowed to bring only one outside 
friend to dances or entertainments. This because of 
the fact that to allow any number of outsiders to 
come in would be to defeat the purpose of the func- 
tions which is to promote a cordial feeling among the 
employees of Fyfe’s only. 

The winter sports’ season is always concluded with 
a banquet. One-half of the expense of this, as of 
all other social functions, is borne by the firm, while 
the remainder is paid from the membership dues. 


Management Well Pleased 


Bother A. O. Day, general manager of the store, 
and R. F. Barnum, treasurer, express themselves as 


being delighted with the results of the employee . 


organization. 

“Salesmen who were almost ready to fight each 
other before are now co-operating with hearty good 
will, much to the benefit of all concerned,” Mr. Day 
explains. “We have found that the Fellowship Club 
and its activities promote a cheerful spirit among 
the salespersons; make them more satisfied, courte- 
ous, and efficient; improve the health of the em- 
ployees, and react very favorably indeed on the gen- 
eral trade of the store. 

“Instead of each individual fighting for sales, now 
all work together for the general welfare. The lady 
who comes in now and asks for an inexpensive pair 
of shoes in the better department will not be sub- 
jected to strong-arm salesmanship efforts to sell her 
an expensive pair instead. She will rather be di- 
rected to the proper department, probably with in- 
structions to ask for a certain salesman there, and 
given every courteous assistance in obtaining just 
what she wants with a minimum of inconvenience. 

“The Fellowship Club is a success in every way 
and we have plans on foot which we hope will make 
of it an even greater success. These new plans are 
not yet mature enough to give out, but you may say 
that the club has amply justified its existence in 
many ways.” 


TRUTH IN ADVERTISING 


“No,” said the old man, sternly, “I will not do it. 
Never have I sold anything by false representation, 
and I will not begin now.” 

“No,” said the old man again, “I will not do it. It 
is.an inferior grade of shoe, and I will never pass it 
off as anything better. Mark it, ‘A Shoe Fit for a 
Queen,’ and put it in the window. A queen does not 
have to do much walking.”—From Walk-Over Factory 
Prints. 
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A Policy on Men’s Prices 


New shoes at good prices and profits will 
establish confidence 
By William P. Purfield, Ann Arbor, Mich. 


We need the united action of the shoe retailers of 
the country on some plan that will “pep” up the men’s 
end of our business. That it needs pepping up I think 
we are all agreed, but as to the best method to pursue 
to that end is a question that is harder to decide. 

Price appears to be the greatest obstacle to an im- 
proved men’s business, so it seems to me that the first 
thing to be done is to stabilize prices. Men still think 
that shoes either will or should be about half the ex- 
tremely low-cut prices that have prevailed for several 
months, when we all know that these ridiculously low 
prices have been caused almost solely by the financial 
situation. The more we advertise cut prices and the 
lower we cut them just that more certain do the men 
feel that still lower prices are going to prevail and 
they decide to wait just a little longer. At the last 
meeting of our local association, of which I am presi- 
dent, all the men present reported having the same 
experience. So why not all of us set prices now on 
our men’s shoes that will be fair to ourselves, based 
on present markets, quit talking price and have more 
to say about style and the economy of buying more 
than one pair at a time so the wear can be alternated. 


Good Profit on Novelties 


To go after the style end of the men’s business 
stronger we must, of necessity, buy some decidedly 
new styles, and the prices we place on such styles 
should show a liberal profit. I say liberal profit, first 
because we all need it to offset our losses of last year, 
and second, when the men see these new styles and 
note that the prices are higher than on the other older 
styles it will tend very strongly to carry the convic- 
tion that there is no use waiting any longer for lower 
prices. The price question has got to be settled, and 
I believe this policy would assist greatly in so doing. 


Lighter Tans and Brass Eyelets 


Now, as to styles, will say that because dark browns 
and blind eyelets have been with us so long now, it 


ral 


Men, Shame on You! 


You are proud of your wife or best girl when 
they dress their feet so handsomely with the last 
word in footwear, while you put on any old thing 
and think you are all set. You are not, unless 
you keep up with her. The woman knows it yet 
may not like to tell you. Don’t make her tell 
you. 

Buy some modern footwear same as she does. 
Buy several pairs in different styles, white, black, 
tan. 

She will be glad, you will feel your oats, too. 


It’s not too expensive to dress well if you buy 
your shoes from 


CLARENCE WHITE 
9 Broad Street, Red Bank 


E | jee wae wie) pupa ‘gy 


The text of an ad that set New Jersey by the ears 





seems to me the thing to do is to quit them both and 
have all our new styles come in the lighter shades of 
tan—which means, of course, more blacks—and to use 
brass eyelets to a large extent. This will accentuate 
sharply the new styles and force the young men who 
wish to keep in style to buy. I feel that concerted 
action along this line would bring the desired results. 

I trust your campaign to improve the men’s end of 
your business will be productive of results, and wish 
to compliment you on the manner in which you are 
going about it. 












Men Should Dress Up. on Sundays 


We need a difference between every day and 
Sunday footwear 
By O. A. Hensel, Milwaukee 








The style question with the young man of to-day 
seems to differ very much with that of the young man 
of fifteen and twenty years ago. We often notice now 
men at the theater or ballroom, no matter what their. 
vocation, their wearing apparel has not the distinction 
it should have. To-day we see them wearing soft 
shirts, soft collars, and ordinary shoes for Sunday or 
social wear. 

On the other hand the young women go to the other 
extremes. They buy the newest of everything for next 
Sunday’s wear, and when Monday comes they forget 
to make the change which they should. 

During the World War the enlisted men and boys 
adopted the khaki and heavy Munson last shoes, and we 
know that they made a hit with the feminine sex, and 
they apparently are still under that impression. 

Candidly speaking, I believe that if the young men 
of to-day could be convinced of a difference between 
every-day and Sunday dress the men’s end of the shoe 
business would be very much improved. 















































Tan Norwegian Brogue Oxford 

Straight Tip—Perforated 
Selected from line of C. H. Alden Co., 
. Abington, Mass. 
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| Constancy of Production and the Sales Tax 


The Retail Shoe Dealers Association of New York Here— Manufac- 
turers, Salesmen and Economic Experts 


Pleas for the support of the one per cent sales tax 
movement, for closer organization, and for buying 
shoes further ahead than is being done at present 
were made by the three speakers at the regular 
monthly meeting of the Retail Shoe Dealers’ Asso- 


ciation of Greater New York in the Bush Terminal 


Sales Building on Tuesday, April 19. The speakers 
were Ray Morse, Brooklyn manufacturer; S. A. Mc- 
Omber, sales manager for Utz & Dunn, shoe manu- 
facturers of Rochester, N. Y., and Judge L. R. Wil- 
fley, former Attorney-General of the Philippines, 
who is now an ardent advocate of the one per cent 
sales tax and a prominent member of the newly 
formed Tax League of America. 

In the absence of President Percy Hart in Chicago 
on business connected with the plan for the next 
convention of the national retail association, J. E. 
Meade, of Brooklyn, second vice-president, presided 
at the meeting. A telegram was received from Mr. 
Hart and John Slater, from Chicago, stating that 
they regretted their inability to attend the meeing, 
but were with the organization in spirit, especially 


on the tax proposition. 
Better Times Coming 


Mr. Morse spoke on a subject in which he has a 

keen interest, viz.: the running of plants on a fairly 
even basis throughout the year. In this connection 
Mr. Morse is a member of a committe investigating 
a number of New York industries with the object of 
devising methods to insure all-year-round produc- 
tion. 
“In Brooklyn,” he said, “we shoe manufacturers 
feel that the worst has been passed. The factories 
are now running on good time, but business is not 
on a basis that will assure production on an even 
keel throughout the year. 

“Now retailers are as much concerned in this as 
are manufacturers. This may seem far fetched. 
But, don’t forget that there are expenses in connec- 
tion with idle equipment and idle workmen. If we 
run our plants only eight months a year, rent must 
be charged for the full twelve months. Labor must 
be paid a living wage, and if we can give labor em- 
ployment for only eight months, the wages have to 
be high enough to enable the workmen to live the 
other four months. A steady production will be re- 
flected in better values in shoes to the retail and 
tthe ultimate consumer. 

“Twenty years ago when I first entered the shoe 
business retailers placed their orders four and five 
months ahead. Lately they have reverted to buying 
much nearer their wants—too near, in fact, judging 
by the pressure that has been brought to bear on 
Brooklyn manufacturers for deliveries in the past 


two months.” 
Mr. Morse was followed by Mr. McOmber, who 


substantiated Mr. Morse’s remarks on the shoe situa- 
tion. Mr. McOmber then launched a strong plea for 
a closer and greater organization of shoe retailers, 
pointing out the benefits that are derived from 
strong associations. He-used the National Council 
of Traveling Salesmen’s Associations as an example, 
stating that only by the size of that organization 
had it been able to put over many of the reforms 
it has accomplished. He urged every retailer pres- 
ent at the meeting who was not a member of the 
association to join immediately. 


More Facts on Sales Tax 


Judge Wilfley presented the stock arguments in 
favor of the sales tax, and then gave some illumi- 
nating facts from his experience with the sales tax 
in the Philippines, where it was inaugurated sixteen 
years ago, and in Mexico, under the Diaz regime. 
In both cases, he asserted, the tax had been easily 
collected, was not complained of by the people, and 
had returned an adequate revenue. 

“The country,” he said, “is in the midst of an 
economic crisis. We are faced with the problem of 
raising four billions of dollars for our national! 
budget, but we must do it without destroying pros- 
perity. I take issue with Representative Mondell, 
who says we are not in an emergency and that our 
old taxes can stand. The tax on profits of industry 


deprives business of capital for expansion and new 


development. Under the plan of the Tax League of 
America a flat one per cent tax on the sales of all 
goods, commodities and merchandise, whether by 
manufacturer, wholesaler or retailer, will raise about 
four and a half billion dollars. This can be supple- 
mented by a moderate income tax, excise taxes and 
customs duties.” 

Judge Wilfley then answered questions from the 
various members. He said that the League’s plan 
in regard to self-contained organizations who man- 
ufactured goods from raw materials and in some 
cases sold them to the consumer, would take care 
of unfair competition through a higher tax, possibly 
2 per cent on such concerns. The question was 
brought up in reference to the packing concerns and 
large shoe manufacturers. . He asserted that with- 
out any differential the 1 per cent tax on such con- 
cerns would give them an advantage of only about 
1 per cent over smaller organizations. 


The Turn-Overs of Taxes 


The cumulative turnovers in a rubber tire, he 
said, would amount to but 3% per cent on a 1 per 
cent tax on each of the eleven turnovers on the raw 
material and finished product. Following a suit of 


" clothes through from the raw wool end, the eight 


turnovers, he said, would make a cumulative tax of 
2% per cent on the finished article. 

He also asserted that the League was distinctly 
opposed to a sales tax on retail sales only. 
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HAVE YOU “STANDARD-ITIS”? 


a disease painful while it lasts 
but speedily curable by the 
“Just Wright” treatment. 


FTER careful analysis of the symptoms 

and an x-ray examination of many 
patients we have discovered the cause and 
cure of this affliction. 


CAUSE—Too many standard styles of men’s 
. ij A shoes retarding the free circulation of mone 
Just ] 11g}! Ue, so essential i vigor. . 
meme SHOE 
SAMPLE NO. 5706 CURE—An infusion of “Just Wright” 
Cherry Red Foxed No. 7850 Oxford. novelty styles thus toning up the whole busi- 
Aristocrat Last, Mahogany Calf Top, ness system and restoring it from a condition 
Punched Tip, Vamp, Foxing and Top, of torpor to one of normalcy. 


with 6 rows of fitting. 
To make yourself immune from “standard—itis” you 


must have shoes that get the customers’ desire keyed 

_ up to a new pair to replace the old ones. In brief you 
must make two blades of grass grow where one grew 
before. 


We are entering the era of novelty styles and rapid 
turnovers and leaving behind the era of slow sellers 
and high prices. No one is coming into the store and 
pat you on the back and tell you what a fine service 
you have unless you offer some inducement for this 
cordial expression of approval. 


Sensi Wrght We have ever been awake to the growing demands 


wm SHOE for more snappy shoes for large city trade and we 
SAMPLE NO. 0-40 have cause to feel proud of the fact that we are 

Cherry Red Custom Oxford, Punched abreast of the times and able to put into the hands of 
our customers “Just Wright” shoes which take second 


Overlap Eyelet Facing and Vamp Sad- 
dle, Aristocrat Last. ; place to none. 


E.T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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The New 


REGAL 
CATALOGUE 


A limited edition of the new Spring and 
Summer Regal In-Stock Catalogue is now 
ready for distribution to merchants and 
shoe dealers who are interested. 
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Thirty-two styles for men and women are 
faithfully reproduced in this new Spring 
book. Each style is ready for immediate 


This new Spring cata- ° ° ° 
logue illustrates REGAL ae veg a volume business 
IN-STOCK SHOES  ex- j ossible throu ick turnover. 

actly as the shoes them- t P gh - 

selves appear. 
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Sales Rooms 


NEW YORK CITY | SAN FRANCISCO 


1369 Broadway Cor. Fourth and Market St: 
(at 37th St.) 910-912 Pacific Bldg. 


E. M. Webster C. E. Nelson 


Main Office, Boston,Mass. 
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SENT ON REQUEST 


To Shoe Retailers 


Because Regal Shoes are nationally known, they will 
build up a volume business for you. Your store will be 
the headquarters for Regal Shoes in your town exclusively. 


To Department Stores 


There will be only one store in your city where Regal 
Shoes can be sold. . . . Will it be yours? 


The Regal. Agency plan will help you build up a large 
shoe department by selling more shoes to more people. 
Send the coupon below for the facts. 


PIN THIS COUPON TO YOUR LETTERHEAD, PLEASE 
The Regal Shoe Co., 
268 Summer Street, 
Boston, Mass. 
Department 6. 





Gentlemen:— 


Please send me the facts about the “Regal exclusive 


oe ed Agency Plan.” 
Chieh Mere I should like to receive the new 1921 Spring and Sum- 
Oo mer Catalogue of Regal In-Stock Shoes. 
SE slike ica hee dens 09% <ieeuaetesoes 
Store Address ........ » £ wuia cal eA a a 
EE SS a ee Ee 


PIN THIS COUPON TO YOUR LETTERHEAD, PLEASE 
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THE WHITES T 


Flat White 


and 


Glazed White 


G.LEVOR € CO. In«. 


TANNERS OF CABRETTAS 
NEW YORK GLOVERSVILLE.NY. 
BOSTON MILWAUKEE ST.LOUIS 
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The Old Burt & Packard Line of “Korrect Shape” Shoes Made by Field & Flint Co. 





One of 
the New 


Ones! 







No. 16311 
“The Statler” 


—That You Can Have Made, with Your Own 
Markings and Shipped to You in Two Weeks on 
Our Emergency Quick Delivery Service Plan. 


A smart sport oxford of white Eve Cloth, white Nubuck or 
white Buck, with tan calf saddle, tip and backstay, plain or 
pinked and perforated as shown. 


A real live number—just one of scores of new styles originated 
this season in “Korrect Shape” shoes. We can make this sport 
oxford or any shoe you want according to your own specifica- 
tions, with your own markings, and ship them to you in Two 
Weeks. Write or wire us at once, letting us know what you need. 






FIELD & FLINT CO. 


SUCCESSORS TO 


BURT & PACKARD CO. 


resin MAKERS OF “KORRECT SHAPE” SHOES 


MONTELLO STATION BROCKTON, MASS. 
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HAVE THE RIGHT SHOES TO SHOW YOUR 
CUSTOMERS AND THEY’LL BUY 


The men’s and women’s styles we originated this season have the 
novel features that influence business. We are receiving letters 
of approval from many quarters. Use our 


IN STOCK SERVICE 


and be assured of trade winning and keeping patterns. Our cata- 
logue will be helpful in making selections. Salesmen are out. If 
you want to see our shoes before buying ask for a salesman to call, 


or send for samples. 


The Preston B. Keith Shoe Co. 
BROCKTON (CAMPELLO STATION), MASS. 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 


Peewee 


| 
| 

















REPCO—your customers want it 


EPCO is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 
some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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Quality in the Making 


HEN the leather for a pair of 

Lindner Shoes is first cut, the 

operation of a few strokes with a knife 
is not the only thing accomplished. 


Right then and there, an invisible ele- 
ment enters in, an element that sells 
shoes for Lindner and for you, the re- 


tail merchant. It is of QUALITY we 
speak. 


Lindner workers instill quality into 
every pair, through force of habit. 
There was a time when Lindner work- 
men were obliged to take unusual pains 
to get this quality effect, but that was 
long ago when Lindner began making 
shoes. 


Today, the careful guidance and 
scrupulous training of years automat- 
ically impresses quality into every pair 
produced. 

Our latest output of Spring and Sum- 
mer sport samples is an eminent ex- 
ample of LINDNER QUALITY. Sales- 
men are prepared to show them to in- 
terested merchants. Send your address 
to the nearest Lindner office, and the 
new line will be submitted promptly 
for your inspection. 
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WHITE LOW SHOES IN STOCK 


Place Order with ““FORD’’ Now and Have Your Season’s “Best Sellers’’ 
In When the Demand—Already Started—Gets Under Full Swing 


WHITE LINEN WHITE LINEN 
OXFORD STRAP PUMP 





No. B-458— White Linen Oxford, 14/8 No. B-471—Wwhite Linen One Strap Pump, 


White Ivory Heel, White Ivory Sole, Good- Wood Covered 14/8 Cuban Heel, Goodyear 
_year Welt, 222 Last. We't, 205 Last. 
$4.65 $5.00 
Sizes and Widths 
RS huis 06 40n 4\4to8 Fr uae 314 to8 ES NG SIS Pee 214 to 8 
i. odihs «skates 4 to8 a ee eee 3 to8 Ee 214 to8 


C. P. FORD & CO. 


ROCHESTER, N. Y. 
New York Office, 127 Duane St. E. H. Talbot, Jack Galway 








Who Says It’s a “Cinch” 
To Fit Pumps > 


If it were, no shoe man would be more successful 
than another. As it is now it is mostly a matter 
of experience and a judicious use of ‘‘GILCO 


SPECIALTIES.” 


SHOE RETAINERS 


stop that annoying slipping at the heel—wearing 
out of costly hosiery—complaints that pumps 
don't fit. 


They Are Quickly and Easily Attached without 


the use of tools—without stitching. = 
‘ Every first class jobber carries the “GILCO” line 
Practical and Profitable to You. 1) your Silanes dale aed 











More Profitab 





. . . WRITE US FOR CATALOGUE 
Price $1.75 per dozen pair. 


Colors: Black, white, tan and gray. E. T. GILBERT 


Sold for 25 cents Everywhere. Ask your jobber MFG. Co. 
for them. The “Gilco” line is known as a 
money maker by alert shoe dealers everywhere. 228-36 South Ave., Rochester, N. Y. 





SPECIALTIES 
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Ours Is a Different Shoe Factory 


We never have lockouts and strikes in the Harrisburg factory. 
The vicious demonstrations, the labor disputes the “leaving it to 
the board of arbitration” idea—none of these have touched us. 
* ¥ ¥ ‘ 
You see we play the game by other rules—and as a result we 
have a big family of skillful workers who are interésted in their 
work and its excellence, and in us. 
* * + 
For we run our factory on the square deal system. A Harrisburg 
foreman may be seen walking through his department scattering 
a good natured jest here ahd there. And the familiarity does not 
breed contempt. It is merely the expression of the Harrisburg 
policy of brotherliness and the square deal and it brings results! 


* * * 


The president of the Harrisburg Shoe Manufacturing Company 
passes through the lasting room. Hear the well meant greetings 
exchanged. It’s the spirit of FIFTY-FIFTY—and it makes life 


worth living for everybody. 

* ¥ * 
And it results in good shoemaking. The workers are pleased and 
willing—the product shows this. 

¥ ¥ * 
Therefore, Harrisburg Shoes are good merchandise made well to 
sell and stay sold. And the merchant who features them—the 
wearer who buys them—both benefit by the square deal policy 
that permeates our “different” factory. 


Che Rarrishurg Shoe Mig. Qo. . 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CWILDREN'S SHOES 
OF VALUE 
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1 STRAP 
The accepted spring and 
summer style 
No. B-200—Superfine White SS a CLEAR, Cost. B-195—Superfine White 
a A _ eee Pear fei ee 


Write for descriptive folder showing our complete 
In-Stock line of White Canvas McKay and Turn 
Novelties 


Buy oom the house that A N N A H S O N IN STOCK. Terms 2/10. 
specializes in WHITE Mini ders, d 
FABRICS. 4c POPULAR SHOE CO. inimum orders, one dozen 


PRICES pairs. No samples. 
HAVERHILL, MASS. 





poser Al Spring Oxfords 


9 downy 
Brogue Oxford 


A, B, 7-11 IN STOCK 


C, D, 6-11 
$7.00 


90 





If you haven't 
received your 
copy of our 
style booklet— 
Biltmore just drop a line 
to Dept. 7 Aberdeen 








624—Russia Calf Lage Oxford. 
Ardmore. A, B, 7-11; C, D, 6-11. $6.50 


625—Same style and sizes one—-tiaarey, oe ye G . npese? be 
Carlton last. $6.50 Ritz. A, B, 7-1 D, . .-$7.50 


519—Russia Lace Oxford. es WIN pow a ale Ritz. 
Biltmore. C, D, 6-11. $5.50 A, B, 7-11; C, D, $7.00 


M. A. PACKARD COMPANY Brockton, Mass. } 
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FOUR SHOES FOR IMMEDIATE DELIVERY 
FROM OUR IN STOCK DEPARTMENT 


MODEL No. 842 


No. 842—Skinner’s No. 400 Satin Two 
Strap, 17-8 Full Louis Heel, Heavy Turn 
Sole. Widths—AA, 34-7; A, 3%-7%; B, 
3-7%; C, 2%-Th. 

Price $6.00 


No. 843 (See Cut)—Russia Calf, One 
Strap, Baby Louis Heel, Brass Harness 
Buckle. Widths—A, B, C. 


Price $5.75 5 


No. 843 (P) (See Cut)—Light shade 
Russia Calf, One Strap, Baby Louis Heel. 
Button Pattern. 


Price $6.25 


No. 849 (See Cut)—Fine Mat Kid, One 
Strap. Grey Buck Collar at Throat, Baby 
Louis Heel. Widths—A, B, C. 

Price $5.75 


Terms Net 10 Days 


REPRESENTING Mopet No. 843— 
84 


3 (P)—849 


ELLIS-EDDY COMPANY 


HAVERHILL 


Shoemakers 











“Honest Wear in Every Pair” 


Stock No. 36—Boys’ Brown Whole 
Quarter Brogue Bal, Goodyear Welt, 
Goodyear Wingfoot Heel, Plaza Toe. 
Sizes 1 to 6 Price $3.75 
Stock No. 42—Boys’ Brown Bal, all 
Solid Goodyear Welt, Plaza Toe. 
Sizes 1 to 6 Price $3.50 
Stock No. 43—Little Men’s Brown Bal, 
all Solid Goodyear Welt, Newton Toe. 
Sizes 9 to 13% Price $3.00 











Little Men’s 
Shoes 
IN STOCK 


“Honest Wear in Every Pair” 


Stock No. 64—Boys’ Brown Bal, Good- 
year Welt, Goodyear Wingfoot Heel, 
Richwood Toe. Sizes 1 to 6..Price $3.50 
Stock No. 65—Little Men’s Brown Bal, 
Goodyear Welt, Goodyear Wingfoot 
Heel, Newton Toe. Sizes 9 to 13%. 
Price $3.00 
Stock No. 210—Soys’ Gun Foxed Blu- 
cher, all Solid Machine Sewed, Cam- 
bridge Toe. Sizes 1 to 6..Price $3.25 


MARSTON & BROOKS CO. 


HALLOWELL 


Manufacturers ~ 


MAINE 
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‘‘FLAT”’ Tops are Helping to 
Nationalize “‘Two-Pair’’ Sales 
OR the retailer who appreciates “‘pair’ 
possibilities, the flat top surfaces of Hugh 
Lyons’ fixtures are the sort that will coincide with 
his ideals. 
Our fixtures are designed, correctly so that better 
display is always possible with their use— 


Because of their correct design the fixtures are 
The result is always force- 


* display 





easily arranged in place. 
ful display. 
Allow us to send you complete fixture catalogs of 
all our fixtures and to quote you prices. 


HUGH LYONS & COMPANY 


Louis XVI “Make Buyers Out of Passersby” 


Period e °-.e 
Design Lansing, Michigan 
SALESROOMS: 

Chicago—234 So. Franklin St. _ 








New York—35 W. 32nd St. 











_ 


= A GRIFFIN | | Pr... 
RIFFIN~ TE (? a 
G UN ay ana 


Trace (P* wag) 


SUEDE POWDER | 


CLEANS & RECOLORS 


CXCEOT we TE Hu 





EAVES 2¥TLVE TY CUTE Fonte 
Pk Ry QUO CLEANER Trat wha} 
Griffin Lotion Cream “Sime soe 

Grifin White Kidine Bagg ik aM fan aa 
For all white kid shoes. A per- gray and dark gray. Cleans, s 
fect white cleaner that gives a and polishes all kid 
kid glove finish. Contains no injurious 


Small (15c.) Size, $15.60 Gross, It is to the leather what 
$1.35 Doz. cold cream is to the skin. 


3 oz, Size, $21.60 Gross, 
$2.00 Doz. 

















Griffin Suede Powder Large om) Size, $21.60 Gross, 
In the pad bottom tin Cleans 1.90 Dos. 
and restores color and surface in- Griffin Peuerwhite 
Cleaner 
For all white shoes except kid 


ho d is absolutely i e 7 
fawn, veneld mouse, The Right Shoe Dr essings A thorough cleaner, not a white 
3% fie. en : ba 3 bc am 


champagne, ivory, Hight, ae i 

ark and gray castor, light olive, 

seal and nigger brown, light, for Spring 

medium and dark gray, black. . 5 oz Size, Neck Box— 
$21.60 Gross, $1.90 Doz. 


$20.20 Gross, $1.85 Doz. 
There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Ine. 


67-69 MURRAY STREET NEW YORK, U. S. A. : 
aac 
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ARE WE BUSY ? 
You Can Bet We Are 


So much so that we can’t and won't 
take any orders for new merchandise 
until after May 15. 


Why the Rush ? 


Those hundreds of merchants we told you we 
were going to get—have at last realized that 


what we have said about the , RAMSEY 
PATENTED PROCESS SHOE is the truth— 


They have placed their orders. 


The Correct tae hdown Shoe. Ramsey’s 
Patented Pla Shoe, Goodyear Double 
Stitched with “Welt. They cannot rip. 


We will eventually get you other retailers who 
haven't ‘as yet tried the new process shoe. 


Nothing like starting now. 


Although we can’t take an order at this time 
we are not too busy to send sample pairs for 
approval—and later shipment. 


The new addition to the Ramsey factory will 
be completed within a week. That means 
ienlih ‘stianiaissila” MEGEEOG sniaiiss didi ti doubling the output of our Process Shoe and 


au ee ee ee no delays in filling orders. 


Eo ee st reason for punning - 
photograph is to show that, although the 
sole is entirely worn out, the outersole has “IT’S IN THE MAKING” 


not loosened up. 


RAMSEY’S PATENTED PLAY SHOES 
THEY CANNOT RIP 
GOODYEAR DOUBLE ‘"tcteD” WELT 


967 ATLANTIC AVE. FE, J. RAMSEY CO. BROOKLYN, N. ¥. 


























68 





BOOT AND SHOE RECORDER April 23, 1921 






















































THOUSANDS OF PAIRS 
of 


Shoes, Arctics and Leggins 


to be sold by 


THE WAR DEPARTMENT 
BIDS CLOSE MAY 3rd, 1921 


SEALED PROPOSALS for the minimum bidding units specified or for all of any lot 
or lots of the merchandise listed in this advertisement will be received in the offices of 
the Quartermaster Supply Officers at addresses given until | P. M. (Eastern Time) 
May 3rd, 1921, when they will be opened in the presence of attending bidders. The 
Government reserves the right to accept or reject any or all bids. 


A deposit of 10% in cash or certified check must accompany each bid as a guarantee 
of fulfillment, when total amount of bid is less than $250 payment in full must be 
made at the time of submitting the bid. 


Purchasers must remove their goods within thirty days after notification of award, or 
the Government reserves the right to remove same from Government storage and place 
same in a public owned warehouse at the expense and risk of the purchaser. No goods 
will be delivered until entire amount of sale has been paid. 


All materials will be sold ‘‘as is” and “where is.” Under no consideration will a re- 
fund or adjustment be made on account of supplies not coming up to standard of ex- 
pectation. No alterations or modifications of the terms of purchasewill be permitted. 


INSPECTION OF THESE COMMODITIES AT POINT OF STORAGE IS INVITED. 
No bid will be accepted subject to inspection. 


Purchasers must agree before a resale is made by them to remove from the articles 
composing the uniforms, all distinguishing features such as buttons, insignia, or other 


marks of identification. Bids will be made with this understanding. 






IMPORTANT NOTICE: Please note that all bids should be sent to Quartermaster 
Supply Officers at addresses given. Bids on new Clothing and Equipage and Textiles _ 


close May 3rd. 


Bids on Reclaimed Clothing and Equipage close May 7th. 


SURPLUS PROPERTY BRANCH 


Office of the Quartermaster General 


Munitions Building Washington, D. C. 
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Bids NOW 


Buy Small Lots or Large Lots— 
Name Your Own Price— 


Send in Your 





Bids Close May 3rd, 1921 





Bids on the following items should be 
sent to 
Quartermaster Supply Officer, 
General Intermediate Depot, 
Ist Ave. & 59th St., Brooklyn, N. Y. 


Bids on the following items should be 
sent to 


Quartermaster Supply Officer, 
General Intermediate Depot, 


Ist Ave. & 59th St., Brooklyn, N. Y. 


Bids on the following items should be 
sent to ; 
Quartermaster Supply Officer, 
General Intermediate Depot, 
San Francisco, Calif. 





D. No. 21031-CE 
26,240 PR. ARCTICS, NEW 
All rubber, Sizes in the following quantities: 
. 7; 6,000 pr. 8; 6,000 pr. 9; 4,000 pr. 
: pr. — 2,000 pr. 12; 180 pr. 14; 
1,000 pr. 8, Po and 10; 60 pr. mixed sizes, Made 
by U. 8S. Rubber 7 and Hood Rubber Co. 
Packed 20 prs. to case. Stored, Army Base, 
Brooklyn. Minimum bid considered 10 cases. 


Ss. P. D. No. 20998 
18,176 PR. FIELD SHOES, NEW 
Welts. Various makers. Sizes range from 5 
to 14, widths from A to ED. Stored, Phila- 
delphia. Minimum bid considered 5 cases. 


Stored 


ITEM No. 4 

63,291 PR. ON ak Ee aatal LEG- 
, 

at Ft. Mason, Calif. Packed in boxes 

Minimum bid, 250 pr. 


and bales. 





Ss. P. D. No. 20880 
35.352 PR. FIELD SHOES, NEW 
Metallic fastened, hobnailed. Various makers. 





Ss. P. D. No. 20911 
22,560 PR. CANVAS LEGGINS, NEW 
Sizes from 1 to 6. Various makers. Stored 
—.* me Be Minimum bid considered 
1,500 pr. 


Sizes range from 5 to 16, widths from A to 
EP. Stored, Norfolk. Minimum bid considered 
5 cases. 





P. D. No. 16301 
15,916 PR. FIELD SHOES, NEW 





D. No. 20972 
5,614 PR. CANVAS FOOT LEGGINS, 
NEW 


21 pr. 1; 886 pr. 2; 3,817 pr. 
3; 516 pr. 4; 361 pr. 5; 13 pr. 6. Makers un- 
known. Stored, Philadelphia. Minimum bid 
considered 1,500 pr. 


Sizes as follows: 


Metallic fastened, with hob-nails. Various makers. 
Assorted sizes. Packed 24 pr. to case. Stored, 
Ba'timore. Minimum bid considered 5 cases. 


Bids on the following items should be 
sent to 
Quartermaster Supply Officer, 
General Intermediate Depot, 
1819 W. 39th St., Chicago, Ill. 





Ss. P. D. No. 10300 
125,640 SHOE LACES, NEW 
36” long, Chrome color. Packed 3600 prs. to 
box. Stored, Jeffersonville, Ind. Minimum bid 
considered 3600 prs. 








P. D. No. E-1612 
2,146 PR FIELD SHOES, NEW 
Metallic fastened, with hobs. Various male 
si range from 6 to 11, widths A EE. 
Packed 24 prs. to case. Stored, Philadelphia, 





Ss. P. No. 3349 
814,387 PR. CANVAS FOOT LEG- 
GINS, NEW 

Sizes from 1 to 6. Packed solid sizes in various 
amounts in bales and cases, 108 to 270 pr. per 
case or bale. Various makers including Rosen- 
wasser Bros., Jacobs & Sons, Diamond Mfg. Co., 
ete. Stored, Army Base, Brooklyn. Minimum 
bid considered 1,500 pr. 


Minimum bid considered 5 cases. 


Ss. P. D. No. C-420 
38,207 PR. DISMOUNTEKW FOOT 
LEGGINS, NEW 
Stored, Columbus, Ohio, Minimum bid con- 
sidered 250 prs. 








Ss. P. D. No. 19435 

1,471 PR. FIELD “SHOES, 

Metallic fastened. Various makers. Sizes range 

from 5 to 11%, widths A to BE. Packed 24 

pr. to case. Stored, Washington, D. ©. Min- 
imum bid considered 5 cases. 


NEW 


LOT No. 3 

12,049 PR. FIELD SHOES, NEW 

Metallic fastened, hob-nailed. Sizes 5% to 15. 

Stored, Chicago. Minimum bid considered 100 
pr. 








Ss. P. D. No. 16829 
2.487 PR. FIELD SHOES, NEW 





D. No. 15428 
85,708 PR. CARY VAS FOOT LEG- 
GINS, NEW 


Color, light brown. all size 3. Packed 8 cases, 
108 pr. to case, remainder 132 pr. to case. 
Makers Rosenwasser Bros., Jacobs & Sons, Good- 
year Mfg. Co, and Paramount Leather Co. 
Stored, Army Base, Brooklyn. Minimum bid 
considered 10 cases. 


Metallic fastened. Various makers. Assorted 
sizes. Packed 24 pr. to case. Stored, Balti- 
more. Minimum bid considered 5 cases. 


LOT No. 4 
3,786 PR. MARCHING SHOES, NEW 
Sizes 10% to 12. Stored, Chicago. Minimum 
bid considered 100 pr. 





RECLAIMED 








P. D. No. 16991 
3.177 PR. FIELD SHOES, NEW 
Metallic fastened, without hobs, Assorted sizes. 
Various makers. Packed 24 pr. to case. Stored, 
Philadelphia. Minimum bid considered 5 cases. 


Ss. P. D. No. 14343 
1.082 PR. FIELD SHOES (recl’d) 
Stored, Camp Pike, Ark. Minimum bid, 100 pr. 








. P. No. 15589 
20,425 PR CANVAS FOOT LEG- 
GINS, NEw 
Sizes as follows: 3,827 pr. 1; 8,000 pr. 3; 5,506 
pr. 43 e 149 pr. 5; 443 pr. Stored, Fort 
Slocum, N. Y. Minimum bid considered i, 500 pr. 


Ss. P. D. No. 19399 
15.510 PR. FIELD SHOES, NEW 
Metallic fastened, with hobs. Makers unknown. 
Sizes range from 5 to 12%, widths A to EE. 
Packed 24 pr. to case. Stored, Port Newark, 
N. J. Minimum bid considered 5 cases. 


LOT No. 1 
10,000 PR. FIELD SHOES (recl’d) 
Welts. Stored, St, Louis. Minimum bid, 100 
pr. 





LOT No. 2 
3,776 PR. MARCHING SHOES 
(reecPd) 
100 pr. 


Stored. Chicago. Minimum bid, 











Ss. P. D. No. 3281 
66,730 PR. CANVAS FOOT LEG- 
GINS, NEw 
Various makers. Assorted sizes. Stored, \ eel 
delphia. Minimum bid considered 1,500 p 


Ss. P. D. No. 19556 
33,728 PR. FIELD SHOES, NEW 


Welts, with hob-nails. Makers unknown. Sizes 
range from 5 to 15, widths A to BB. Packed 24 
r. to case. Stored, Philadelphia. Minimum 
bid. 5 cases. 





D. No. 1 
8,200 ph. PCANVAS FOOT LEG- 
GINS, NEW 


Made by M. Bttinger. 
Stored, Camp Upton, N. Y. 
5 cases. 


Packed 216 


Size 1. 
in- 


pr. to case. 
imum bid considered 


Ss. P. DBD. No. 19813 
1,400 PR. RUSSET SHOES (recl’d) 
Stored, Camp Funston, Kans. Minimum bid, 
100 pr. 








P. D. No 
6,413 PR. MARGHING PSHOES; 
NEW 


Metallic fastened. Various makers. Sizes range 
from 7 to 11%. widths A to B. Packed 24 





pr. to case. Minimum bid considered 5 cases. 


Ss. D. No. 15724 
13,064 SUMMER UNDERSHIRTS 
(reel’d) 


Stored, Camp Pike, Ark. Minimum bid, 500. 








P. D. No. 3868-A 
CANVAS FOOT LEGGINS 

(reel’d) 
Stored, Camp Grant, II. 
pr. 


Ss. 
4,138 PR. 
Minimum bid, 500 





Munitions Building 


SURPLUS PROPERTY BRANCH 


Office of the Quartermaster General 


Washington, D. C. 
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Creating a New Demand 


Keds will be advertised this summer in the 
Ladies’ Home Journal, McCall’s, Pictorial Re- 
view and the other most important women’s 


magazines. Every advertisement features this — 


fact: 


“All canvas rubber-soled shoes are not Keds. 
Keds are made only by the United States Rubber 
Company. Look for the name Keds on thé shoe.” 


Be prepared for this new demand by having the 
correct styles and sizes of Keds for women. 


United States Rubber Company 


April 23, 1921 
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Always specify 


SPRiING-STEP 
Rubber Heels 
when orderin 


leather shoes- 
THEY WEAR LONGER 
a : 
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Rubber Fo 
The Market Situation - Prices and 
_ Style Information - Trade Notes 






TAL FTUUT UT IDU UNTO TOOTOTOY UT ITOOTTUODIOT TT OTIT TOOT OT UU TT OOOO TOOT OURO TO 


A Real Canvas Demand 


Conditions in the Rubber Trade Are Not Changing Quickly 











Someone has said: “No news is 
good news.” This is so in the rub- 
ber shoe trade at present, at least 
so far as canvas footwear is con- 
cerned, because the statement made 
last week that canvas footwear is 
selling freely still holds good. As 
one manufacturer recently reported: 

“During the last thirty days our 
business has been wonderful. There 
is surely a real demand for canvas.” 

In the light and heavy rubber 
trade there is a decided lull. The 
only rubber footwear which is selling 
to any appreciable extent in the retail 
shoe stores are footholds. An occa- 
sional pair of hip boots are sold for 
fishing trips and an occasional pair 
for garden work. The retail mer- 
chants as a whole are waiting until 
the latter part of the year before 
placing their orders with the manu- 
facturers, and it is safe to say that 
the manufacturers will not over an- 
ticipate—and will run very small 
stocks. Consequently, if the law of 
averages prevails and a cold, snowy, 
and early winter sets in to make up 
for the mild winter of 1920-1921, 
there will be a wild scramble, and 
demand will force up prices. A re- 
view of the last two decades reveals 
the fact that we have had but two 
winters which were anywhere nearly 
as mild as last winter. We shall 
probably not see last winter’s like 
again for some time. Preparedness 
is a very good rule. 


Rubber Heels Popular 


An interesting feature of the situa- 
tion is the popularity of rubber heels 
and soles. Big advertising campaigns 
and recommendations by physicians 
have been strong factors in the steady 
consumption of these molded rubber 
articles. Some fifteen years ago they 
were not very largely worn, and were 
looked upon as luxuries. They are 


now almost in the necessity class. 
They are extensively worn by nurses 
and doctors, in offices and _ public 
buildings, especially libraries and 
hospitals. Never did leather shoes 
for men and women carry so many 
rubber heels as at the present time. 
They are attached to the shoe at the 
time of its building in the factory. 
Some traveling salesmen report that 
factories making men’s shoes are put- 
ting out anywhere from 75 per cent 
to 100 per cent of their product with 
rubber heels. 


Rubber Heel Manufacture 


A word as to the manufacture of 
heels may prove of interest. The 
process is generally the same as that 
of other moulded rubber goods. The 
well aged rubber-mix is sheeted out 
in such thickness that with an appro- 
priate die sufficient stock may be 
stamped out for the heel. Each size 
heel is accordingly stamped with a 
corresponding die. The stamping of 
the green heels may be done by ma- 
chine, in which instance a series of 
dies are used at the same time, or 
if the production does not warrant 
this, it may be done by hand. The 
surface of the cutting table is covered 
with a suitable rubber, or rubberized 
fabric pad to save the edge of the 
cutting tool and prevent the mix from 
taking up loose particles from the 
table surface. 


As to Molds 


The raw heels are inserted into 
molds, which consist of either two or 
three pieces, design plate, form plate, 
and cover. Molds producing heels 
with raised lettering or anti-skid de- 
signs have the design engraved into 
the plate, those with depressed de- 
signs have them accordingly affixed 
with positive matrix thereon. In 
place of the necessary holes for nails 





otwear 


SUTIN TTT Te 


or screws, steel pins of corresponding 
shape are screwed in. Design and 
form plates are provided with guide 
pins so that the heel form registers 
with the design of the lower plate. 
The gauge of the form plate corre- 
sponds with the thickness of the heel. 
If the heel is of the cupped-in design 
the cover plate is accordingly pro- 
vided with necessary protrusions and 
guide pin holes, otherwise a polished 
sheet metal plate serves as a cover. 


Vulcanization of Disks 


Previous to filling, the hot molds 
are brushed with a solution of soap, 
soap-tree bark, or sodium thiosul- 
phate, etc., to facilitate the removal 
of the heels after vulcanization. In 
order to prevent the tearing through 
of the screws or nails small perfor- 
ated metal or composition disks, 
which offer the necessary resistance, 
are vulcanized into the rubber heels. 

The vulcanization of rubber heels 
is effected in platen presses of stand- 
ard construction, one mold being in- 
serted into each space between the 
platens. The time und temperature 
of vulcanization depends upon the 
compounding of the mix. It is im- 
portant that the platens are accurately 
parallel so that an equal pressure is 
effected: upon the molds at all. times. 
It is further essential to provide a 
steady outlet for the condensation 
water in order to maintain an even 
steam pressure throughout the press. 
This is usually done automatically by 
means of a specially designed con- 
troller and exhaust chamber. 


Trimming and Packing 


After the vulcanized heels are re- 
moved from the molds the overflow 
which correctly should amount to 
about seven per cent of the weight of 
the heel, is neatly trimmed off witn 


(Continued on page 75) 








72 


IS 


Ly Wd 


Se 


“Ww 


SZ 


RN 


\ 


| 


VAIWZZ.\ 


In 


NN 


WA. 


y 


Y), 


WW 


SS 


= 


~ 


LVEDD SALI 


VIIAWZLDLYQYT2ESSYSYSS NAL St) WZAUISPZUV#@@7IA WIZZ. 
\\\\) i] 


BOOT AND SHOE RECORDER April 23, 1921 


SN 2 
A COMPLETE LINE 
IN STYLE andIN STOCK 


FOR IMMEDIATE SHIPMENT 
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Tarr Ai be. Pay ' : 

y INAS WN any "Whole. Quarier “Bal,” Goodyeat 

My i) P| ) Heel, Pitt Toe. ‘Sizes 9-13%. 

yi i) eh ANY) NY eel, e. ize tye 

Zi4| Hin ROYAL 3709 
i} NY]\ \Y ox 


or 





Stock No. 3708—Boys’ Mahogany 
Whole Quarter Bal, Goodyear Welt, 
Goodyear Wingfoot Rubber Heel, 
Penn Toe. Sizes 1-6. Price. .$3.50 


. 
ZZ 





Stock No. 490—Boys’ Mahogany 
Lace Oxford, Goodyear Welt, Good- 














year Wingfoot Rubber eel, Penn 
Toe. Sizes 3-6. Price........$3.35 


\ 
\ 
% 
N 


Stock No. 3704—Boys'" Mahogany 
Bal, Goodyear Welt, Goodyear Wing- 
foot Rubber Heel, Chicago Toe Sizes 
G-6, WP aeesccatadbvsccsse $3. 
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MARSTON & TAPLEY Co. 


MANUFACTURERS 
DANVERS MASS. 
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MEETING AND CHALLENGE 


Pennsylvania Shoe Travelers Out to 
Win Membership Cup 


The Pennsylvania Shoe Travelers’ 
Association held its semi-annual busi- 
ness meeting in the club rooms of 
Hotel Henry, Pittsburgh, Pa., Sat- 
urday, April 16, with the best at- 
tendance in the history of the asso- 
ciation. Many things of interest per- 
taining to the association were dis- 
cussed. 

The meeting was called to order 
at 3:30 p. m. by President A. L. Smith 
and adjourned at 5:30 p. m. to make 
way for the banquet which was called 
for 6:30 p. m. Covers were laid for 
thirty and the tables were filled 
promptly at the stated time. De- 
spite the fact that there are few resi- 
dent shoe salesmen in Pittsburgh, the 
association has grown rapidly during 
the past three months. Fifteen new 
members have been enrolled in this 
time. Secretary A. A. Betts says 
that the Pennsylvania boys are out 
to win the cup this year. 


FOR FALL ORDERS 


Glen L. Codman Travels the Coast 
States 


Glen L. Codman sells Pedigo-Weber 
shoes in the three Pacific Coast 
States. Mr. Codman started April 5 
with his Summer line. About May 
1 he will make a trip with late Sum- 
mer and early Fall samples. His per- 
manent business headquarters will be, 
as usual, at the Angeles Hotel, Los 
Angeles, Cal. The Pedigo-Weber 
is a new connection for Mr. Codman. 
In the past, he traveled for Dunn & 
McCarthy of Auburn, N. Y., going 
en the road for them in 1915. He 
has a wide acquaintance in Pacific 
Coast territory and has always en- 
joyed a good business. Mr. Cod- 
man writes to the RECORDER: “I am 
not putting it too strongly to state 
that I am delighted with my new line 
of clever styles for women at con- 
sistently moderate prices. My line 
is a mighty strong one. Although 
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relatively a young firm, Pedigo- 
Weber Shoe Co. has had a splendid 


-business through the uncertain year 


that has passed.” 


LANGHORNE IN CALIFORNIA 


Essentially a Johansen Bros. Shoe 
Company Man 


Harry M. Langhorne sells Johan- 
sen Bros, Shoe Co.’s line. His entire 
road experience has been with this 
house, for whom he has traveled for 
the past ten years. Oregon, Wash- 
ington and part of Idaho were his 


first territory. On account of failing . 


health he has been compelled to spend 
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his time of late in San Francisco and 
surrounding territory. 

Mr. Langhorne writes: “In my 
opinion, business will be good this 
season. Merchants seem more willing 
to talk style and say less about price. 
Both the merchants and the public 
should be more optimistic and buy 
what they need—less propaganda and 
more -work.” 





RETURNS TO THE EAST 


H. I. Goldstein Back From Coast 
States Trip 


H. I. Goldstein, who for a number 
of years represented Cohen, Frank 
& Co., Brooklyn, and for the last six 
years represented Helmers, Bettman 
& Co., Cincinnati, has recently re- 
turned from the Pacific Coast. His 
old territory is Greater New York 
and New Jersey, but last Summer he 
decided to try his fate on the coast. 
“I found business very poor out 
there,” said Mr. Goldstein, “and am 
back now to my old hunting ground in 
the East, where I have a fine clientele 
with the best retail trade who want 
women’s turns and welts. I do not 
represent the above-named houses 
now—instead I am simply taking a 
vacation. Yes, I shall be glad to 
make a new connection and once more 
get back to my old friends in New 
York and Jersey.” 


Mexican Conditions Reported 


John Packard of the selling staff of 
the Geo. E. Keith Co., is nearing the 
end of a successful trip through Mex- 
ico. He writes home that transporta- 
tion is extremely poor in that coun- 
try, and it is nothing unusual to have 
to stand for eight or ten hours on a 
train. Mexicans have a system of 
their own for handling baggage, and 
being short of baggage cars they pile 
trunks and other baggage into a 
freight car until it is full and then 
send it over the road. Sometimes 
trunks arrive after several days and 
sometimes they do not, and the man 
who can keep them with him for a 
whole trip is considered fortunate. 





Schott With Keith & Pratt 


F. S. Schott has joined the selling 
force of the firm of Keith & Pratt at 
North Middleboro and will represent 
their line in Texas and Oklahoma. 
Mr. Schott is an able salesman and 
resides in Texas when off the road. 
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Dependable Styles in Women’s Shoes are assured 
when you buy the J & K Line. 


Our customers know that J & K Shoes offer more 
Profit Possibilities and real Saleability than any simi- 


lar line. 


Buy | & K Shoes when 


our salesman calls— 
we call but once. 


Write or Wire for Engagement 


The SSULIAN & KOKENGE G. 


(Manufacturers of \@Y Women's Tine Shoes 
Re. —“S< <ae 


CINCINNATI, O. 
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Murdock With Condon 


Phil S. Murdock has joined the 
selling staff of the Condon Bros. Shoe 
Co. and is to cover familiar terri- 
tory in Pennsylvania, northwestern 
V rginia and in Baltimore and Wash- 
invton. He has been traveling for 
the past ten years for the Civilian 
Shoe Co. of Pennsylvania. 


CHARLES L. DAVIS DEAD 


Beloved Salesman of Field & Flint 
Co. Dies at Worcester 


Charles L. Davis, who for 20 years 
covered Chicago, Minneapolis and 
points between for Field & Flint Co., 
dropped dead April 13 in the yard 
of his home, 55 June Street, Worces- 
ter, Mass., while watching a small 
bonfire. Mr. Davis had been suffering 
from heart trouble for some time, al- 
though he was a member of the 
“fiving squadron” of his firm and 
made his territory as usual until a 
few weeks ago. In his two decades 
of traveling for Field & Flint Co. he 
had made a host of friends on the 
road—in fact, he sold shoes to the 


grandsons of some of his old cus-. 


tomers. 





THE LATE CHARLES L. DAVIS 


Mr. Davis was born in Shrews- 
bury, Mass., Dec. 25, 1856, and was 
educated in the public schools ‘of that 
town. He later came to Worcester, 
where he was first employed as a 
retail shoe salesman in the store of 
semis & Co.; four years later he 
entered into partnership with Ezra 
A. Day, under the firm name of Char- 
les E. Davis & Co. After several 
years he left the retail shoe business 
and commenced his activity as shoe 
traveler for various firms. 

Mr. Davis was one of the most 
prominent Masons in Massachusetts. 
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He was a sovereign grand inspector 
general for the Northern Masonic 
Jurisdiction of the United States, and 
in 1910 he was elected to the Royal 
Ordér of Scotland. His private 
Masonic library is considered to be 
one of the finest in the country. He 
also was a member of Worcester 
County Mechanics Association and 
Worcester Automobile Club. 

Besides his wife, Dolly H. (Bul- 
lard), he leaves one son, Charles F. 
Davis, and one grandson, Charles E. 
Davis, 2d, all of Worcester. 


Volunteer Militia Man 


He was a member of the Worcester 
Continentals, serving as captain un- 
der Col. W. S. B. Hopkins. For six 
years he was a member of Troop 
A, 1st battalion of cavalry, Massa- 
chusetts Volunteer Militia of Boston, 
and also served for seven years in the 
National Lancers of Boston. 


RUBBER FOOTWEAR 
(Continued from page 71) 


bent shears or with an overflow trim- 
mer and the heels are then packed 
in cartons. 

A great number of heel patents 
have been issued regarding special 
constructions, designs, and novel fea- 
tures. 

Frequently it happens that heels 
are not fully pressed out and show 
light places, that corners are missing, 
parts of the lettering are not pro- 
nounced or that the counter sunk 
depressions for the nail heads appear 
torn. The cause of this may either 
be insufficient stock or unequal pres- 
sure between uneven platens. If the 
full hydraulic pressure is applied too 
soon, or before the compound : has 
softened enough to fill out the entire 
cavity, trapped air will cause hollow 
places (air cheeks) in the heel. In- 
adequate pressure during vulcaniza- 
tion causes heavy overflow with im- 
perfect shape. Moist stock will cause 
light places through evaporation of 
the water. To prevent these troubles 
it is necessary to fill the molds with 
the correct quantity of dry stock and 
to gradually increase the pressure tu 
the required degree, where it must be 
maintained evenly for the duration 
of the cure. 


What to Avoid 


Unsightly, rough and spotted heels 
originate from inadequate prepara- 
tion of the molds. The heels stick 
in the molds and must be pried loose. 
As a remedy, the molds should be 
kept clean and a suitable mold-wash 
employed. 

If the molds are not properly 
cleaned improper molding of the de- 
signs and lettering will be the result. 

The surplus contents of the mix 
and vulcanization time must be cor- 
rectly determined in order to avoid 
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the “blooming” of the finished 
product. 

Finally, the colors of the heels must 
be properly shaded, so as to effec- 
tively match the various shades of 
the shoes. 


Very frequently after the heels are 


_trimmed they are sorted into stock 


bins, where they are kept in storage 
until needed. Eventually, for the re- 
tail trade, they are placed in small 
cardboard cartons, each holding a pair 
of heels, and are sent to their re- 
spective destinations. 











In which H. P. Plass,. advertising 
manager of the Weyenberg Shoe 
Manufacturing Company, is seen ad- 
miring a 96-pound shark caught near 
Miami Beach, Florida. Mr. Plass 
recently returned from a two-month 
stay in Florida where he went to re- 
cuperate after the hard work put in 
by him as a member of the Publicity 
committee which helped to “put over” 
the N. S. R. A. convention in Mil- 
waukee, 








Large Factory Payrolls 


For the last week the payrolls for 
Haverhill shoe factories and acces- 
sory lines totaled approximately 
$590,000. This is a gain of $40,000 
over the previous week, and is re- 
garded as indicating about 80 per 
cent of normal footwear production 
in this city. The white season is just 
beginning, and with the continued de- 
mand for goods from merchants all 
over the country the prospects are 
for a steadily busy. period during the 
spring and summer months. 
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Stock No. 39—Civilian ‘‘Rite-Easy.”’ 
Goodyear welt flexible. K. B. patented 
innersole. Havana brown kid. Panama 
last. Single sole. Goodyear Wingfoot 
rubber heel. 3-4-5 wide. 
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coODYEAR WELT 


RITE-EASY 


Built by a fatented process with the famous 


K-B Patented Innersole 


She most hvible and comfortable 


shoe made~ 
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Stock No. 104—Civilian Goodyear 
welt. Mahogany whole quarter blucher. 
Clyde last. Single sole. Goodyear Wing- 
foot Rubber Heel. 3-4-5 wide. 
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Manufactured and Carried In Stock by 


CIVILIAN SHOE CO. 


WARD HILL, MASS. 





Civilian Shoes—high in quality and moderate in mei a ag Wai ee hae Ras 
price are the shoes you'll need for quick turnovers. — —— 
The customer will repeat on them. 


Send for Catalogue 
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DECORATORS SUPPLY COMPANY Make 


Fixtures that add Beauty to your windows and make for Increased Sales 
Appeal. 


Shoes that are NEAT and attractively displayed command more atten- 
tion from the casual passerby and hold it. 


Our fixtures are so designed that one of our many — will solve this 
problem in your windows. 


THE DECORATORS SUPPLY COMPANY 


Archer Ave. and Leo Street Chicago, U. S. A. 


Manufacturers of the largest diversified line of 
wood and composition fixtures in the World. 
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GRAY SUEDE SPECIALS 


Just a Few Cases Left We Will Close Out at 


$A 50 


@ NET 
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Nothing Less Than 12 Pair Lots 
All Orders Shipped Same Day Received 
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No. 1260. Gray Suede Colonial, Goodyear welt, 
full Louis covered heel, imitation straight top; 
A B C widths. $4.50. 









Wire Your Order! 


These Two Wonderful 
No. 876. Gray ooze calf, 2-strap, full Louis 


Values Sold Subject 
to Previous Sale covered heel, flexible McKay plain toe; A B C D 
; widths. $4.50. 


NOVELTY SHOE CO. 


32 SO. WELLS ST. CHICAGO 
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“Le Temps”? 


White Nubuck 
Tan Calf Trim 


To retail at $8 
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HY have attractive sport shoes for men leaped so quickly to the 
front as profit-producers for dealers this Spring and Summer? 
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Because they embody i ina high degree the principle of STUNNING 
STYLE which is shown to be the leading influence in the sale of 


men’s footwear today! 
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We have a dozen or more handsome patterns. Delivery in four weeks, 
if you'll order now. Typically Bates’ highest value at moderate price. 
We'll send you samples or faithful photographs, if you ask us. 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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How Many Sales Go Out of Town? 


Most of the “first men” of your town make a business trip to 





to the city every three or four months. How many of them 


buy their shoes there? 


Surely, as you watch these men give their patronage to out-of- 
town stores, you must feel some regret as you think of the 


money they might be spending with you. 


These men, leaders in town affairs, want “city style,’ and 
y sty 


have learned that it pays to buy the best. 


By ordering through the French Shriner & Urner Stock Serv- 
ice. you won't have to tie up a lot of capital in stock on the 


floor. 


Prove to the “first men” of your town that you deserve their 





patronage. 


FRENCH SHRINER & URNER 


Factory and Salesrooms 


63 MELCHER STREET BOSTON, MASS. 
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News in Shoe Markets 


Manufacturing, and ee eee 


ments .m America’s Shoe 
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RETAIL BUSINESS BETTER 


Picks Up After One Week of Stormy 
Weather 


Improvement in retail shoe trade 
is noted after a week during which 
business was adversely affected by a 
brief season of vagarious weather. 
A week which started with intermit- 
tent rains, sleet, showers and driz- 
zles wound up with the worst blizzard 


of the year, lasting from Friday night * 


until Saturday night, making the big 
business day of last week one largely 
of vacuum in shoe sales, save for 
rubber footwear. More than a foot 
of snow fell in twelve hours, upset- 
ting all traditions concerning mid- 
April weather. However, calculations 
were so frequently upset all last 
Winter and so far this Spring that 
even the great blizzard was not entire- 
ly unexpected. A change for the better 
in the weather this week resulted in a 
marked betterment of business. 

Manufacturers report a fair de- 
mand for goods, practically all of 
which are wanted for at once deliv- 
ery. Most orders specify, “Ship as 
quickly as possible.” There is not 
much forward business, save a spas- 
modic demand for staples to fill in 
lines. It is believed that the opera- 
tion of factories for the next two or 
three months at least will be gov- 
erned largely by this trend, as few 
merchants are showing any inclina- 
tion to buy further ahead than imme- 
diate needs require. 


Bank Review Optimistic 


Encouragement is found in the 
monthly review of local business and 
financial conditions by the commer- 
cial service department of the First 
Wisconsin National Bank, which was 
issued early this week. It says in 
part: “Last month’s sales for Mil- 
waukee industries were decidedly bet- 
ter than the February record in all 
lines except the heavy iron and steel 
industry. The gain for March over 
February was greater, on the aver- 
age, than the gain of February over 
January, and was especially apparent 
in the automobile parts and accessory 
trade, hosiery, heavy clothing, soap 
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Milwaukee 


and toilet goods, and lubricating oils. 

“Forward business shows a ten- 
dency to increase. Future purchas- 
ing commitments are still conserva- 
tive. Few manufacturers are buy-, 
ing more than they need in the imme- 
diate future. The lessening of heavy 
inventories still goes on. 

“Boot and shoe manufacturers 
making a cheap or medium-priced 
substantial line are having more ac- 
tive business than the makers of the 
higher grade product. The majority 
of orders are for small lots and imme- 
diate delivery. Shoe manufacturers 
buy leather accordingly and _ this 
operates to hold back the hide and 
leather markets. 

“Hosiery mills have had a large 
increase of business over February 
and operations are approaching full 
capacity. Inventories are less, both 
as compared with last month and last 
year. The price tendency is lower.” 


W. H. Kenney with Gimbels 


William H. Kenney, one of the 
pioneer shoe dealers of Milwaukee, 
and the first secretary-treasurer of the 
Wisconsin Retail Shoe Dealers’ As- 
sociation, has become associated with 
the boot and shoe section of Gimbel 
Bros., with duties as supervisor of 
the children’s department. For six- 
teen years Mr. Kenney conducted his 
own store, first on East Water Street, 
and later at 88 Wisconsin Street. He 
retired about a year ago. The an- 
nouncement by Gimbel Bros. in the 
store ads says: “Mr. W. H. Kenney, 
popular Milwaukee shoe expert, is now 
with Gimbels. His hobby or spe- 
cialty is correct shoes for growing 
boys and girls, and he will be able 
in his new connection to offer valua- 
ble advice and assistance in outfitting 
the children’s feet. 


Factory to Have Ball Team 


The Copeland & Ryder Co., Jeffer- 
son, Wis., will again be represented 
on the baseball diamond this season 
by a crack nine styled the “Jefferson 
Shoes.” Every member of the team 
is an employee of the Jefferson fac- 
tory and all of them have earned rep- 
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utations in amateur and semi-profes- 
sional baseball im recent years. A 
schedule is being mapped out which 
will take the team to distant points 
and give the Copeland & Ryder or- 
ganization some excellent publicity. 


Stores to Close Wednesday Afternoon 


At the monthly meeting of the Re- 
tail Shoe Merchants’ Association of 
Racine, Wis., it was unanimously de- 
cided to close all stores in that city 
every Wednesday afternoon during 
May, June, July, August and Septem- 
ber. This schedule was in effect all 
last summer and proved to be so well 
received by the public, and appre- 
ciated so greatly by the store em- 
ployees, that it was decided to re- 
peat the innovation. Other retail 
merchants of Racine will also close 
Wednesdays at noon. Stores gener- 
ally will be kept open Saturday eve- 
nings instead. Lau Bros. acted as 
hosts to the Racine association on 
this monthly meeting occasion, the 
session being held at their store. A 
luncheon was served afterward. 


Menzies Factory Resumes 


The Menzies Shoe Co. of Fond du 
Lac, Wis., now a distinct and inde- 
pendent concern after long connec- 
tion as. a subsidiary of the Nunn, 
Bush & Weldon Shoe Co. of Milwau- 
kee, resumed the operation of its fac- 
tory on April 11 after a recess of sev- 
eral weeks. The offices will be moved 
from Milwaukee to Fond du Lac on 
May 1. S. D. Nichols, president and 
treasurer, has been on the ground 
for several weeks to get the new or- 
ganization into good running order. 
George P. Utley, vice-president and 
secretary, will go to Fond du Lac with 
the offices on May 1. By that time it 
is hoped to have the factory operat- 
ing practically at normal capacity. 
New workmen are being employed 
daily on this basis. 


“The New High Level” 

In an address before the Optimist 
Club of Milwaukee at its weekly 
luncheon meeting, Harold Almert of 
Chicago, consulting engineer and 














ee 








Where to Buy 


_ Women’s Shoes 














BOUDOIRS IN STOCK 

















BOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid 
Hand Turned Boudoirs. 
Quilted 












Red and Brown 





Bench Sewed Turn 


Chevrita Kid Ballets. 
5 10 days. 


S'zes 2% to 7. $1.60. 5% 


- SALEM SHOE CO., Salem, New Hampshire : 


Sock. = 
Black $1.40,: 





$1.50. 2% to 8. = 
Women’s Black : 












COLLINS & STAPLES 
Makers of 














Genuine 
MONMOUTH MOCCASINS 
Nature’s Footwear. No 
Breaking In. For Every 
Out Door Need. Amer- 











JOHN D. LUNN OE 
Monmouth, Maine 
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EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
essive journal in the world pub- 
ished for the shoe merchant. 








BOUDOIR 
SLIPPERS 


py - —- 
able in Black, Blue, Red, Pink and Tan. 
Prices, Black 





sizes or case $1.35, Colors 
$1.65. Terms, 5% 10 days, net 30. 
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statistician, said that commodity 
prices throughout the United States 
are taking a long down-hill slide but 
when they reach the end of the drop 
they will still be from 75 to 90 per 
cent above pre-war levels. “Prices 
are coming down to what we may call 
the ‘new high level,’” said Mr. Al- 
mert. “Prices of commodities that 
went up to an average of 260 to 27) 
per cent above the pre-war mark 
will come down. Other prices, like 
public utility prices, which remained 
practically stationary during the war, 
must come up to the new high level 
before the readjustment may be con- 
sidered complete.” 


Merchant Sells Business 


Wachter Bros., general merchants, 
Sheboygan Falls, Wis., founded thir- 
ty-eight years ago by the late A. A. 
Wachter, have sold their entire busi- 
ness to the Falls Mercantile Co., a 
new concern organized for this pur- 
pose by Alvin Koeppe, Launce 
Pierce and Lee Limberg. For the 
past twenty-two years the business 
was conducted by Charles H. and 
Adolph O. Wachter, who have exten- 
sive interests in other lines to which 
they will devote their attention. 
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Firm Takes New Name 


The Nolte Shoe Store is the new 
style adopted by the business former- 
ly known as the Herbst Shoe Store 
at Antigo, Wis. The Herbst inter- 
ests recently sold the business to Otto 
G. Nolte, formerly of Oshkosh, Wis., 
and will concentrate their efforts on 
their extensive wholesale and jobbing 
boot and shoe business at Milwaukee. 
The new owner, Mr. Nolte, has been 
assistant cashier of the First Na- 
tional Bank of Antigo for some time. 
His father was a pioneer shoe mer- 
chant at Oshkosh. 


Store Being Remodeled 


Howard Culver, Eau Claire, Wis., 
has started work on remodeling his 
boot shop at East Grand Avenue 
and South Barstow Street. A new 
and modern store front will be in- 
stalled and the interior will be redec- 
orated, a new illuminating system in- 
stalled, and much of the fixtures and 
other equipment replaced. Mr. Cul- 
ver’s plans indicate that he will have 
one of the handsomest shoe stores in 
the northwestern section of Wisconsin 
when the improvements are com- 
pleted. 


New York 


SLIGHT BUSINESS LET-UP 


Weather at Least Partly to Blame— 
Merchants Optimistic 


Unseasonable weather again has 
been a retarding factor in the local 
retail shoe trade. Most retail mer- 
chants report that the volume of 
business has shown a disposition to 
shrink during the past two weeks, 
but regard the weather as chiefly 
responsible for this condition. They 
confidently expect that better weather 
will restore volume to the pinnacle 
achieved during the pre-Easter sea- 
son. 

In this connection, Louis M. Hart, 
president of Cammeyer’s, advances 
the suggestion that merchants 
should not expect April figures to 
beat those of last year. “Up until 
the first of April,” he said, “our fig- 
ures showed a healthy gain over the 
same period of last year, but since 
then they have shown some falling 
off. We must remember, however, 
that Easter came in April last year, 
and in March this year. I am con- 
fident, however, that comparisons of 
the first six months this year with 
those of last year, will show good 
gains for every live, up-to-date shoe 
store.” 


Retail Prices Stabilized 


According to all indications retail 
prices have been well stabilized. 
Price cutting appears to be a lost art 
for the time being and most mer- 
chants are selling their goods at the 


prices originally marked. Low prices 
are made. from time to time, princi- 
pally by the department stores on 
special lots acquired for sale pur- 
poses, but as in former years there 
has been little or no marking down of 
prices on regular stocks. 


Few Changes in Styles Noted 


New York retail merchants report 
little change in the style situation. 
Straps continue as the favorites in 
women’s shoes and the brogue and 
similar “doggy” models in men’s 
footwear. Tongued pumps are at- 
tracting little attention among con- 
sumers, and the few merchants who 
have stocked them heavily are con- 
ducting widespread advertising cam- 
paigns to stimulate sales. Most 
merchants, however, say they have 
only small stocks of tongued pumps 
on hand. 


New Location for Regal 


The Regal Shoe Company last week 
leased from the United Retail Candy 
Stores Company, the six-story build- 
ing at 240 Broadway, adjoining the 
northwest corner of Park Place. Im- 
provements will be made in the build- 
ing and Regal probably will open an- 
other shoe store there. The lease 
runs for a period of 21 years. 


New Shoe Department Opens 


L. M. Blumstein, Bronx department 
store, has opened a high grade shoe 
department in addition to its bargain 
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shoe section on the balcony. The 
trend toward better footwear in the 
Bronx, hitherto a fairly low priced 
section, is evidence by the opening 
this new department. 


I. Miller Leases Broadway Site 


I. Miller & Sons have leased a 
property at the corner of Forty-sixth 
Street and Broadway; where they con- 
template the erection of a twelve- 
story office building and store. 


Physician Favors High Heels- 


The New York Herald recently pub- 
lished the views of a London doctor 
on the subject of high heels, contrary 
to the accepted physicians’ attitude. 
The doctor is W. H. Trethowen, who 
recently expounded his opinion that 
high heels were necessary to women’s 
comfort before the Institute of Hy- 
giene in London. “Women need high 
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heels,” he said, according to the 
Herald’s report, “because they are 
not able to move the muscles of their 
feet as freely as men. Women favor 
high heels, and while no doubt some 
wear them purely for reasons of at- 
tractiveness, it is certain that the 
majority adopt them in response to 
the relief afforded to the ligaments 
of the foot.” He asserted further 
that the principal points to be ob- 
served in selecting shoes, are the 
length and breadth of soles and the 
roominess of the toe portion. 


Merchants Plan Monthly Bulletin 


The Retail Shoe Dealers’ Associa- 
tion of New York City has blossomed 
forth as the publisher of a monthly 
shoe bulletin. The first copy will be 
off the press within a week, accord- 
ing to Percy Hart, president of the 
organization. 


Akron 


MEN EAGER FOR NOVELTIES 


Ball Straps and Wing Tips Very 
Popular 


Novelties, novelties, novelties! This 
is the plea of the men of Akron. One 
merchant declared that the masculine 
sex fairly eats them alive. The re- 
action immediately following the war 
has nothing on the demand for the 
unusual in men’s footwear which is 
sweeping this section of the country 
at present. Even such styles as those 
of by-gone days with leather straps 
and buckles up the front are sold. 
Brogues with ball and shoulder straps 
are very much in demand, and the 
plain brogues themselves have become 
practically staple goods in many 
houses. 

Women are calling for both straps 
and oxfords. Fans are by far the 


most popular for all kinds of com- . 


binations of clothes. Novelty foot- 
wear has not reached the popularity 
among the women that it claims from 
the men. However, merchants think 
that as soon ,as Summer comes in 
earnest the demand will increase. 


Price Changes Slight 


Prices have changed very little. 
There have been a few “After- 
. Easter” sales but not many, and in 
these only slight reductions were 
made, except in more or less “dead” 
stock. One local man declared that 
prices of shoes were too low, that 
the people do not appreciate what 
they are getting. Whether or not 
he thinks this may be one of the rea- 
sons why the people are holding off 
buying he does not say. 


Business Conditions Improve 


The general business situation in 
and around Akron hasn’t looked 


better than it does now for a year 
and a half. Each week brings a 
statement from one or more of the 
local rubber plants calling for several 
thousand men. Money seems to be 
loosening up and more and larger 
crowds are seen in the downtown dis- 
trict. Reports coming from Detroit 
and other automobile cities suggest 
that by the middle of the Summer 
many of the plants will be going at 
practically normal production. 


Rubber Shoe Departments Holding 
Their Own 


Boot and shoe departments are 
holding their own. According to the 
explanation of one department head, 
the production is so arranged and 
scheduled that a twelve-month pro- 
duction has taken the eight or nine 
month production of a number of 
years ago. 


Trade Extension Trip Held 


The first trade extension trip under 
the auspices of the Akron Chamber 
of Commerce was made by about 
seventy-five local merchants through 
a number of cities to the west and 
northwest of Akron last week The 
party was gone for two days and on 
returning reported that they had re- 
ceived hearty welcomes at all places 
where they stopped. Merchants in 
these cities did not act as though the 
men were there to take local trade 
from them to Akron but recognized 
the value of cooperation between the 
smaller cities and villages with 
Akron, the only metropolis between 
Columbus and Cleveland. All fac- 
tories in the outlaying cities were 
visited and inspected. 
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Women’s Shoes 











“Fernco-Quality” Comfort Shoes | 
Ladies’ Hand Turned 

000s 2s 
Cushion Seck Lining 

Widths, D, E, EE 


FERN SHOE CO. 
41 Water St. 
oft Pte 








“WOMEN’S. McKAY 


Slippers and Boots 
of Character 


HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass. 
Boston, 108 








Lincoln Street 








Lower Priced 

than the Best, 
Better Quality 
than the Rest! 


MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N 














E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac’ 
Haverhill 
Boston Office 
207 Essex St. Room211 








FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 





for the wholesale trade 








WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


On All Lasts 
Inquiries Promptly Answered 
Feletiner-O'Connell ShoeCo.,Inc. 
Washington S 


treet - - - Haverhill, Mass. 








Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 


Boston Office 
207 Eesex Street 
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ERY 509-329 JOHNS™N sT. 
‘ NY 


BROOKLYN, 








BOUDOIRS 
Black calf, all leather sole, all 
leather heel. Silk pom-pom, 
quilted sock lining 

Price $1.15 Net 
ESSEX SLIPPER CO. 


, more of toe spring. 


IN STOCK : 


Haverhill, Mass. : 








TURKISH SLIPPERS | 


IN STOCK AGAIN! 


No. 101! go totem » Siege 
Imported from ntinople. 
All Sizes and Colors for immediere ‘Delivery: 
Write for Ne ti and Price eee 
K-M-STONE IMPORTING CO- 
12-14-16 Ease ie St--New York + 








A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 
and Novelties 


TESSIER & BOWDOIN 
50 Phoenix Row Haverhill, Mass. 
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Shoes at Auction 











HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 
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Brockton 


A LAST WITH A LONG RECORD 


“There is a shoe made on the first 
last which I put into the Stacy- 
Adams Company line 38 years ago,” 
said President C. P. Waide of that 
concern. Mr. Waide indicated a 
man’s bal of tan calf made on a 
straight last, the shoe having a tip 
but no box, and as a novel feature 
in modern last making, an inch or 
“This last,” Mr. 
Waide continued, “I called ‘London 
Waukenphast.’ I began selling shoes 
on it 38 years ago and I am selling 
on this last to-day. This sample is 
a part of my fall line and with the 
exception of a rubber heel is pre- 
cisely the same as it has always been 
shown and sold. It continues to be a 
strong favorite in Southern and 
Southwestern territory, although it 
has a general sale in other locali- 
ties.” President Waide started this 
week on a trip which will cover about 
three weeks’ time, calling on the large 
city trade in the Middle and Eastern 
States. On his present trip he is 
showing not only the old stand-by 
lasts on which the concern originally 
built up its business but the latest 
novelties as well. 


A Power Turning Machine 


E. L. La Chapelle of this city has 
invented and perfected a machine 
which marks a new development in 
the production of women’s turn shoes. 
In turn shoemaking the shoes, after 
the upper and sole have been as- 
sembled, always have been turned by 
hand. Mr. La Chapelle has devised a 


power machine to take the place of 
hand labor in this work. Power is 
applied to the turning operation by 
friction which is under the complete 
control of the operator through hand 
pressure. This is a great advantage 
over the driven mechanism, as it in- 
troduces that element of human 
judgment which is indispensable to 
the turn shoe operator. Mr. La 
Chapelle has numerous patents stand- 
ing in his name. He is the son of 
Israel L. La Chapelle who for many 
years was a member of the inventing 
staff of the Goodyear Shoe Machinery 
Company, later the United Shoe 
Machinery Corporation. 


New Office and Sample Room 


Poole & Johnston have new office 
quarters on the second floor of the 
factory building which they occupy, 
these being much more commodious 
than the former quarters. The for- 
mer office is to be utilized as a sam- 
ple room for the display of the P. & 
J. line of men’s welts. 


New Keith Factory to Open 


The No. 11 plant of the George E. 
Keith Company, which is to be de- 
voted exclusively to the production 
of women’s footwear, will open about 
the middle of this month. The 
stitching room will be the first de- 
partment to be put into operation, 
doing work largely for the other fac- 
tories connected with the Keith plant 
of this city. Other departments will 
be opened according to requirements. 


Rochester 


STORE HOLDS RECEPTION 


On Thursday, April 14, the Bryne- 
Kugler Shoe Co., which has taken 
over the Bieber Shoe Co. at 436 Gran- 
ite Building, held open house to the 
women and girls of Rochester. No 
shoes were sold during the reception 
which lasted from 2 to 8 p. m. The 
new firm is composed of William D. 
Bryne, well-known shoe _ salesman, 
and son of Joe Bryne of John Kelly, 
Inc., and George C. Kugler, formerly 
manager of the Bieber Shoe Store. 
The motto of the store is “The Higher 
Store With Lower Prices,” and it is 
the intention of the new managers to 
sell novelties which will insure a 
quick turnover. Rochester made 
shoes will be the principal lines car- 
ried. 


Issue Unique Catalogue 


' The new catalogue of the Imperial 
Children’s Shoe Corporation is unique 


in that it is printed on letter size 
paper and arranged so that a mer- 
chant can easily file it with his corre- 
spondence where he can refer to it 
when he requires children’s shoes. 
This firm manufactures its own shoes 
and has inaugurated a twenty-four 
hour’ direct-to-the-retailer system 
which means that every shoe ordered 
from stock will be shipped within 
twenty-four hours after receipt of 
order. 


Celebrate Twentieth Anniversary 


To celebrate the twentieth anniver- 
sary week of McCurdy & Co., Inc., 
employees of the store placed a huge 
bouquet of roses and marguerites on 
the desk of the president and founder, 
John C. McCurdy, accompanied by a 
card expressing their wishes for the 
continued prosperity of the establish- 
ment under the active supervision of 
Mr. McCurdy. In front of each of 
the main entrances was further evi- 
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dence of the sentiments of the store 
employees in the form of great vases, 
filled with flowers. 

To commemorate its twentieth 
pirthday, the firm presented each per- 
son in its employ for six months, with 
$500 worth of life insurance. Em- 
employees of the store placed a huge 
which there are about twelve, re- 
ceived $2,000 policies. 

There are now between 400 and 
500 employees of the firm, where in 
1901 there were but 150. The store 
has increased its departments from 
twenty to forty-eight, and has 60 per 
cent more floor space than originally, 
when the old Elm Street Building was 
the only one occupied. F. J. Wilmot, 
superintendent, is one of the oldest 
employees, having been with the com- 
pany almost from its inception. 


Goes After Morning Business 


William Pidgeon, president of the 
New York Retail Shoe Dealers’ Asso- 
ciation, specializes in the fitting of 
shoes for foot styles and as it takes 
much more time to fit these custom- 
ers than the person with the ordinary 
foot he finds that it is practically im- 
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possible to fit all his customers prop- 
erly in the afternoon. Therefore he 
has begun a campaign of advertising 
to educate the people to purchase in 
the morning when they can be as- 
sured of better service. One of the 
advertisements in this campaign 
reads as follows: 


FOOT SUFFERERS 
More Attention—Better Feet 


“We feel that our patrons appre- 
ciate that our expert attention to the 
needs of the foot sufferer requires 
time. In the afternoon, when our 
capacity to handle all customers 
promptly is usually limited, an oc- 
casional and yet important detail may 
escape our attention. 

“Realizing that our success depends 
on keeping up our present attitude of 
fitting the foot, in the proper shoe, 
first, we do not want any customer 
to feel that his or her needs have 
been overlooked in any degree. 

“It has occurred to us that if our 
patrons would make it a point to come 
in, in the morning, they would be 
assured of absolute  foot-fitting, 
health-restoring shoe service.” 


Chicago 


NO KICK COMING 
Live Wire Merchants Satisfied with 
Business 

In Chicago and throughout the 
Middle West for that matter, retail 
shoe business for the first half of 
April is up to expectation and many 
instances far beyond what was anti- 
cipated. 

Live wire merchants who conducted 
their business during the latter half 
of 1920 in such a way that they have 
had room for the new, wanted mer- 
chandise and have bought with reason 
are not in any way disappointed with 
a volume of business which is coming 
to them. 


Late Deliveries Annoy 

The biggest kick which the aver- 
age retail merchant is making is that 
of late deliveries on the part of manu- 
facturers and wholesalers. Retail 
merchants have tried an experiment 
in buying which has not proven 
wholly satisfactory to themselves and 
certainly has not brought happiness 
to the manufacturer. 

Because of the unusual styles— 
saddle vamp patterns, fancy punch- 
ings, inlays, colored piping and 
others—it has been impossible for the 
manufacturers to make deliveries as 
was anticipated when the orders were 
taken. Wholesalers as well as retail 
merchants have been disappointed in 
getting merchandise. As a_ result 
stocks of novelty footwear are at low 
ebb in the average store. In a way, 
however, this shortage has worked to 
the good of the merchant because he 


has been unable to sell a considerable 
quantity of merchandise which has re- 
mained on his shelf for a year or 
more. 


Oxfords Stronger Than Anticipated 


Early in the season it looked as 
though women were about to discard 
oxfords and wear nothing but straps 
and pumps for Spring and Summer 
footwear. Since Easter, however, 
there has been a steady development 
in the demand for lace oxfords es- 
pecially in brown kid and medium 
light shades of Russia calf. Big buy- 
ers and little buyers from big cities 
and little towns are scouring the 
market for this class of footwear, and 
the supply is far short of the demand. 
This does not mean that women have 
discarded strap effects either in the 
welt sole, military heel type or the 
lighter and more airy effects with 
Louis and Junior Louis heels but it 
does mean that the business is more 
evenly divided between the two types 
of low cuts than was anticipated sixty 
days ago. 


Patent Leathers Claiming Attention 


. Women are queer creatures. They 
want what they want when they want 
it, regardless of what would appear 
to be common sense. For instance, 
patent leather, because of its con- 
struction admits of little ventilation 
and consequently is not the most logi- 
cal material for hot weather foot- 
wear, and yet there has grown up 
within the last few weeks an unusual 
demand for patent leather footwear. 
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Men’s Shoes 











BETTER SHOES 
BETTER SERVICE 


Rocker Bottom Wooden 
Sole Footwear 


SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 


Send and 
say ad 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 

















Manufactured by 
La Crosse Boot and Shoo Milg. Co. 
La Cresso, Wisconsin 








WATERPROOF 
Wood Sole Boots and Shoes, 
Oil Grain, Full Bellows 
Tongue and Back Strap. 
Send for booklet telling who 
you can sell these shoes to. 


A. H. Riemer Shoe Ce. 
MILWAUKEE, WIS. 
Established 1887 












Stock Dept. 5 E% 
Is at Your Service oy 
THE STETSON SHOE CO. (Inc.) 





South Weymouth, Mass. 
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That patent leather is beautiful and 
easily cared for is admitted and this 
is probably why it is gaining so rap- 
idly in popularity. Another reason 
is because Paris has a patent leather 
craze. Women are still buying 
suedes in black and colors. Mer- 
chants who have these leathers on 
back orders are accepting them as 
they come in but as a rule big buy- 
ers are not purchasing these leath- 
ers for delivery during the hot 
months excepting where it is neces- 
sary to fill in on broken sizes. 


White and Sport Footwear 


The season is ahead of the calendar 
and women buy footwear according to 
the season, disregarding the calendar. 
White footwear or rather white in 
combination with other colors in sport 
footwear has been a very heavy fac- 
tor in sales during the last week in 
the downtown Chicago district. 
Manufacturers have gone farther 
afield in designing patterns in sport 
footwear than ever before. Never 
has there been such a wide diversity 
of patterns, lasts and materials shown 
in this class of footwear. Chicago 
women apparently love this type of 
footwear. Although we are accus- 
tomed to regard these as mid-Sum- 
mer styles, Michigan Avenue is get- 
ting accustomed to this type of foot- 
wear during April. White buck, 
white kid and white fabric, are fre- 
quently seen on the avenue, both 
plain and in combination with other 
materials and colors. White and 
black is the most seen combination 
although white and brown is a close 
second. 


In the Wholesale District 


The wholesale shoe market of Chi- 
cago has been very active during the 
last week. There has been a scram- 
ble for women’s oxfords and strap ef- 
fects that has been beyond the 
power of Chicago wholesalers to sup- 
ply. Men’s oxfords in the fancier 
types have also been in very great 
demand. Medium shades of brown 
decorated with saddle vamps and the 
accompanying perforations have com- 
manded the most attention although 
there is a persistent demand for the 
plainer patterns in both medium and 
dark shades of calf and an unusual 
demand for brown kid. Black shoes 
have sold fairly well but the volume 
has been small as compared with 
colors. 


GOING AFTER FALL ORDERS 


The disposition of merchants, 
wholesale and retail, to buy close to 


their needs is an outstanding feature 
at the present time. Haverhill manu- 
facturers are endeavoring to instill 
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Fancy Children’s Footwear 


A surprising interest has _ been 
manifested in the fancier types of 
misses’ and children’s shoes. Orders 
for this class of footwear have not 
called for a large volume in pairs on 
any one particular number but a 
variety of patterns have been selected 
by each merchant showing that mer. 
chants are recognizing the import. 
ance of putting more snap and pep 
into their children’s shoe departments, 
A large wholesaler of children’s shoes 
says he has been utterly surprised at 
the great number of merchants who 
have shown an interest in novelty 
footwéar for children. 





Shoe Travelers Report Fair Volume 
of Business 

Shoe travelers who have returned 
to their offices for the week end re. 
port a very satisfactory volume of 
business for deliveries at once and 
up to ninety days hence. Traveling 
men representing women’s line, as a 
rule, are not receiving many orders 
for Fall delivery although some mer. 
chants are willing to anticipate on 
certain types of more staple foot- 
wear. Road men representing men’s 
factories are having less difficulty in 
inducing merchants to place their 
orders now for delivery during the 
early Fall months. One reason for 
this is that men’s boots are sure to 
sell in the Fall and the proportion of 
boots and oxfords is easier to arrive 
at in men’s shoes than in women’s 
shoes. 


Nettleton Opens New Chicago Store 


An attractive new shoe store in the 
Loop district is that of the Nettleton 
Boot Shop. The new store is located 
in the Conway building at the corner 
of Clark and Washington Streets. 
The interior of the store is very at- 
tractive. The wood work is of a 
brown tone mahogany finish. The 
chairs are commodious with arms; 
and are of the type usually found in 
well fitted offices. The fitting stools 
are of a peculiar design made to 
match the chairs and add to the at- 
tractiveness of the store. This store 
was opened for business Saturday, 
April 9th and has the reputation of 
doing the largest business on the 
opening day as well as during the 
first week of any of the exclusive 
Nettelton stores yet opened. The 
manager is Mr. Strayer, formerly 
manager of the shoe department of 
Anderson and Brothers. 


into the minds of their customers the 
importance and necessity of anticipat- 
ing their fall needs by placing some 
of these orders during the next 30 
days. Production is a prime factor 
in the 


situation. Manufacturers 
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want their customers thoroughly to 
appreciate the fact that it requires 
more time now than ever before to 
complete orders. 


Strap Pattern Strong Trade Favorite 


The continuation of the favor with , 


which the strap patterns in women’s 
footwear is being received by the 
trade and the consumer is practically 
assured by‘the orders which are be- 
ing received for these goods in al- 
most unlimited variation. One of 
Haverhill’s leading concerns which 
is getting out new samples of 
women’s turns and welts is Emery & 
Marshall Company. Two styles in 
the strap pattern in this line are a 
cue strap turn with black satin vamp 
and brocaded quarter with full Louis 
black satin covered wood heel. An- 
other is a one strap welt of white Eve 
cloth having white calf tip, ball strap 
and strap. It has ivory sole, and car- 
ries a 14-8 Cuban leather heel. 
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Salesmen Out with the New Samples 


Emery & Marshall Company’s 
traveling representatives, headed by 
Vice President C. L. Marks, are now 
on trips with the new style of 
women’s welts and turns. Frederick 
S. Marshall of this concern is promi- 
nent, not only in shoe manufacturing, 
but in amateur theatricals. He took 
a prominent part in a recent series 
of comic opera performances given 
by the Agawam Club. 


Can Now Telephone to Cuba 


The recently opened telephone serv- 
ice between the United States and Cuba 
is a new departure in communication. 
The large interests which Haverhill 
shoe manufacturers have in Cuba em- 
phasize the importance of this new 
method of getting in touch with mer- 
chants on the island. There is no 
doubt that it will be utilized to a con- 
siderable extent. 


Boston 


ORTHOPEDIC FOOTWEAR ERA 


The Public Buying Strongly on Hygi- 
enically Constructed Shoes 


Boston apparently is in the midst 
of an orthopedic footwear era. Dur- 
ing the last few weeks many of the 
leading shoe stores have been featur- 
ing this type of shoe with marked 
success. No longer does an ortho- 
pedic shoe disregard wholly the style 
feature. The combination of fashion 
and comfort is a very popular and 
attractive one, so that it is possible, 
if the condition of the foot will admit, 
to buy orthopedic footwear with a 
goodly supply of fashion’s latest 
frills. 

For instance, a two-strap ortho- 
pedic woman’s shoe has recently been 
introduced. This shoe has a. perfo- 
rated wing tip. It is in the popular 
shade of tan. The straps are fastened 
with buttons. There is also a black 
Colonial, with or without buckle, on 
orthopedic lines. 

A Foot Chart 


Jones, Peterson & Newhall Co. have 
devoted a window display to their 
“Normal Flexible Arch” shoe for 
men and women. The window has 
three pairs of feet illustrated. The 
question is asked, “Which feet are 
yours?” A baby’s foot is shown, 
showing that the big toe is straight 
with the foot and that the toes have 
great freedom of movement. The 
foot as it starts in life is illustrated, 
also, and the same foot after wearing 
the conventional and popular shoes. 

Other Orthopedic Ads 

The All America Shoe Shop at 66 
Summer Street has a special showing 
of Educator models, and the Educa- 
tor shoe department of Gilchrist Co. 
is putting out some attractive news- 


paper advertising on children’s foot- 
wear of tan or black kid, and patent 
colt with white uppers. Thayer Mc- 
Neill Co. reports that its “Plastic” 
shoe never enjoyed a bigger sale than 
the past week. C. F. Hovey Shoe 
Shop is selling in large numbers its 
lines of “Queen Quality Osteotarsal” 
boots and oxfords in all the wanted 
styles. 

The foot-o-scope test is being made 
by many of the patrons of the shoe 
department of William Filene’s Sons 
Co. This machine is in the children’s 
shoe shop. 


“Open Letter to Doctors” 

A new form of comfort shoe adver- 
tising is being conducted in the news- 
papers by the Dr. Reed Cushion Shoe 
Co. This represents a personal letter 
head and reads: “Open letter to the 
Doctors of New England.” The let- 
ter makes the claim that many New 
England doctors “are now sending 
patients to us for foot relief—in 
many cases asking our advice in con- 
junction with their own ideas—and 
the successful results have warranted 
our increasing this service.” 


Some New Style Features 


A new model in woman’s footwear, 
observed recently at the store of 
Thayer McNeill Co., was a copper 
tan Russia calf pump with a buckle 
carrying beaded fringe. The orna- 
ment was madé of light copper col- 
ored beads. The pump sold at $17 
and the fringed buckle at $56. They 
could be purchased separately or to- 
gether. Satin shoes are much in vogue. 
Those of gray are dainty and are 
shown in three shades—the light 
pearl gray, the silver gray and the 
gun metal gray. 
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Children’s Shoes 





— 








Leceessccece 




















W°C.Goodcger 


Manufacturer of 
Children’s Dlexible Durn Shoes 
ForJobbers. i 


89 Allen St.. Rochester, >? 
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HAVE YOU SEEN OUR LINES? 


FACTORY 1 FACTORY 2 
Slumber Slip 
ly _—- 


(Dostie i 
In Stock Now—Nature Lasts 


= B. & P. FOOTWEAR A INC, 
Dept. 5 wego, N. Y. 











Soft Soles and Moccasins 


Ask Zon Jobber for our 
G We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 


‘Bonita: Shoe * Baby 


TURNS and SOFT SOLES 


In Stock 


Send. /@r Cata' 


ALH. Mortin@. , 


Meher ROCHESTER ny 

















“ELAM’? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 
Rochester, N. Y. 

Boston Office, 212 Essex Street 








H. C. BROWN COMPANY 
150 Lines Children’s Shoes 


pert a Girls to Flexibles 
Single Pairs or Cases 
Gen’! Offices, 155 Lincoln St., Boston, Mass. 








Where to Buy 
Wanted Styles 


An extra editorial service to 
**Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Where toBuy 


Standard Shoe Materials 




















: Boggs & Cobb, Inc., Boston, Mass. 





COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 


Sheet Rubber Soling 
B. Ld CHAMBERLIN 


mer St. 


Formerly Walpole Shoe Supply Co 





T. W. GODSOE, Pres. 
W.G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 


covors MAT KID 


95 South Street, Boston 











The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 
Creese & Cook Co. $502"" Svs" 


Tanneries at Danverseport 

















MEYER THREADS 
and spool silks can be had in any 
size or color that is wanted. Also 
Diamond spool silks and Lockstitch 
thread. Be sure and order the Meyer 
thread and take no other. Manu- 
factured by the 


J. C. MEYER THREAD CO., Lowell, Mass. 















BEADED @33°352 
BUCKLES “ew 


AND NOVELTY EFFECTS 
\ 2 BEADING WORKS CO. 
4™%&WALNUT STS., PHILADELPHIA 


E here toBuy 
Window Trim Material 


Sailnet 


























- Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO. Ine. 

30 Reade Street, New York 
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RETAIL SALESMEN MEET 


Frank L. Packard of Walk-Over Gives 
Talk 


Frank L. Packard, of George E. 
Keith Company, gave a very interest- 
ing talk at the regular monthly meet- 


ing of the Boston Retail Shoe Sales- ° 


men’s Association, held April 11. Mr. 
Packard said that he went out to the 
Milwaukee Convention to look over 
styles and came back with the idea 
that straps would be good only until 
about May 15. He talked it over with 
the retail shoe store salesmen and 
found that straps would continue in 
vogue right through the Summer. “I 
get my ideas,” said Mr. Packard, 
“from talking with the retail shoe 
salesmen—it is through them that 
one finds out what the public wants.” 

Arthur L. Evans, President of the 
Boston Retail Shoe Salesmen’s Insti- 
tute, spoke on the benefits of the in- 
terchange of ideas. Mr. Evans also 
stressed the importance of service 
and outlined a plan for a get-together 
meeting of merchants and salesmen, 
to be held later, with a view to 
inducing all the retail store salesmen 
in town to become members of the 
Association. 


Nominations for Officers 


At this meeting a list of nominees 
for officers to be voted on next month 
were presented, as follows: For pres- 
ident, W. H. Morgan of Hanan’s and 
J. A. Manning, assistant buyer of 
Jordan, Marsh & Co.’s women’s shoe 
department; for vice-president, C. M. 
Sewall of the Walk-Over Shop, Tre- 
mont Street, and P. J. Girard of 
Hagan’s; for treasurer, R. L. Upton, 
assistant buyer of R. H. White & 
Co.’s shoe department, and E. A. 
Kuhlen of Wilson’s Shoe Shop. Rob- 
ert W. Daley was the only nominee 
for secretary, and will be elected in 
May for the sixth consecutive term. 
Mr. Daley’s good work for the asso- 
ciation is much appreciated—he has 
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interested himself particularly in the 
employment bureau of the Associa- 
tion. 


Fabrics Discussed 

Shoe fabrics formed the main por- 
tion of the subject discussed at the 
meeting of the Boston Round Table 
for Retail Shoe Salesmen Thursday 
evening, April 14. Special attention 
was given to outside fabrics. Clar- 
ence H. Gilman and Paul S. Peters 
of the Peters Manufacturing Co., 
manufacturers of Reignskin fabrics, 
were present and assisted in the dis- 
cussion, giving expert information. 
The origin of cotton was gone into 
and the various processes from the 
plant to the finished article were ex- 
plained and demonstrated. The fea- 
ture of the meeting, however, was a 
demonstration of the strength of 
various forms of cotton cloth by Mr. 
Gilman and Mr. Peters. They brought 
to the meeting two testing machines 
for this purpose. Various forms of 
cotton cloth were subjected to the 
bursting test. Leather was also tested 
and some most interesting results 
ensued. Mr. Gilman and Mr. Peters 
also demonstrated the method of 
backing light leathers and cloths, and 
gave complete information on this im- 
portant part of the shoe business. 
Samples of materials backed in vari- 
ous ways were exhibited and thor- 
oughly analyzed. 


Visitors in Boston 

The National Business Show, held 
at the Mechanics Building, April 4-9, 
attracted wide attention. It is esti- 
mated that more than 10,000 people 
attended each day. Among out-of- 
town visitors were the office force of 
William Reynolds, Jr., Inc., Provi- 
dence, R. I. After their tour of the 
exhibits, the Buck-El-On group ad- 
journed to the Hotel Touraine, where 
they were dinner guests of William 
Reynolds and wife. 


Cleveland 


BUSINESS PICKS UP 


Children’s Shoe Trade Particularly 
Brisk 


The first week in April gave prom- 
ise of a trade revival that will make 
up for some of the volume of buying 
that has been lost in other months of 
the year. Weather conditions were 
favorable to the trade, and the week 
was, with the exception of the six days 
preceding Easter, the best of the pres- 
ent year for the retail shoe dealers. 
Many a mother outfitted her children 
in Spring shoes and dealers reported 
brisk trade in this line. 

Business conditions have been on the 
ascent here for some time. True, the 
improvement has been slow, but in re- 
tail circles dealers are far more opti- 


mistic than they were weeks ago. Fac- 
tories are taking on men. More women 
are being employed, and with such a 
condition existing it is bound to have 
an effect in retail circles. 


Merchants are Optimistic 


There is no one in the trade here 
but what will say that the low ebb has 
been passed and that the outlook is 
promising. Executives of the Chis- 
holm, Higbee, Halles Bros., Stone, 
Taylor and Kline stores assert they 
expect as good business this Spring 
as their stores ever experienced, ex- 
cept in the six months’ period when 
the war brought on an unusual de- 
mand. 

The variety of styles and models 
have helped the dealers here wonder- 
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fully, and they give a large share of 
the credit for good business to de- 
signers and manufacturers. No woman 
likes to wear an old shoe when a new 
design may be had, and with the mar- 
ket flooded this Spring with nifty 
models, each appearing in rapid suc- 
cession, the consumer has had about 
all she could do to keep up the style 
procession. 


Brocaded Slippers in Demand 

A good sale has been reported from 
the fashionable shops on a gorgeous 
brocaded evening slipper in vivid tan- 
gerene fashions in sandal effect, with 
high thin French heels and straps 
which fasten with tiny jeweled buckles 
or metallic brocaded slippers with low 
heels, just like those worn by children, 
and with straps of the brocade. Slip- 
pers of ruby or French blue velvet 
have been prominently displayed, and 
a good sale has been enjoyed. The 
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Cleveland consumer also has taken to 
black satin slippers with green satin 
heels, and jade green buttons. It is a 
beauty and stunning model. 


. Sport. Shoes Begin to Sell 

Sales of sports models have opened 
and, as was predicted last week, the 
advance purchases forecast a heavy 
sale of such shoes during the Spring 
and Summer. Red calf, with fringed 
tongues which pass over the tops of 
the slippers and down the front are 
very smart and dealers who have them 
in stock report the demand is fairly 
good at this early date. Other sports 
combinations, for which there are calls 
include, white buckskin with brown or 
red calf vamps and straps. The Spring 
millinery is of unusually brilliant color 
this year and dealers feel that mill- 
inery has had some effect on the de- 
mand for brilliant hues and novelties 
in footwear. 


Cincinnati 


NO SIGN OF LET-UP 


Factories Finish Spring Run and Are 
Now Busy on Summer Footwear 


Cincinnati has probably been one 
of the most active markets in the en- 
tire industry during the last three 
months. Both the manufacturing 
and the wholesaling branches have 
met with a demand for footwear of 
practically every nature and in such 
quantities for immediate delivery 
that it has kept the members of each 
of the organization at their wits’ 
end taking care of the retail demand. 
More buyers have visited the mar- 
ket in person than for many seasons 
past. And the demand for quick de- 
liveries on shoes is unprecedented. A 
let-up in the call for Spring footwear 
was not reported by the local manu- 
facturers until last week. Many of 
them are cleaning up. their orders on 
Spring deliveries, while at the same 
time heavy runs on Summer foot- 
wear in white combinations are well 
under way. 


Ready to Go After Summer Business 


The sales forces of the local fac- 
tories plan to get into their respec- 
tive territories with lines that are 
right up to the last minute in the 
trend of style. In the majority of 
cases they are going out after busi- 
ness that will keep their factories 
’ operating during the Summer 
months. Though there is a degree 
of uncertainty as to just exactly what 
styles and patterns are going to be 
the leaders for Fall, the local fac- 
tories aré building samples now that 
are looked upon with considerable 
favor as to style, pattern and ma- 
terial. The strap effects are gener- 
ally conceded as sure bets for Fall. 


Suedes are expected to have a pretty 
good call when cooler weather re- 
turns. Brown calf oxfords with 14/8 
heels, livened up with perforations 
and also made in combinations of two 
shades of brown, are expected to be 
sure sellers for early Fall. It is the 
opinion of virtually all the local 
manufacturers that patent leather 
will be good this Fall. 


Expect Record Sport Season 


That the coming Summer months 
will turn out to be the greatest sport 
shoe season for many years is sub- 
stantiated by the healthy orders 
which the factories of this market 
have booked during the past six 
weeks. All of them are booked up 
as far as June 15. One local factory 
reports the sale of more than fifty 
thousand pairs of sport shoes in 
turns during thé past six weeks. The 
local manufacturers are sending let- 
ters to their customers advising that 
they place orders for their Fall needs 
as soon as possible. They are not 
asking that the retail merchant cover 
himself on novelties this early, but 
they are urging the merchant to place 
his order for staples wherever it is 
possible to determine even a portion 
of his needs for that type of foot- 
wear. 


And This Is Still Better 


“1921 Will Reward Fighters” is the 
slogan of the year first expressed to 
the commercial world by the Chicago 
Tribune. It has been’ adopted 
throughout the country. However, 
the April number of the Julian & 
Kokenge Shoe News has revised this 
slogan to read: “Any Year Will Re- 
ward Any Fighter.” The News 
states: “This we believe is an 
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Engraving and Printing 

















COLOR PRINTING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 











eS 





183 Enoex St Boston 
71 Rentie St Brockton, 














ATLANTIC PRINTING CO. 


Skoe Printers 


Tear out this ad and mail for details of 
our Sooke Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 
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Ballet Slippers 

















BATHING SHOES 





BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 











A REAL HIGH CLASS 
BALLET 
Finest Workmanship 
Women’s Black vici, Sizes $76 to. to 8..... by 75 
Misses’ 1.65 


Child’s - ee 104"; eee =k $5 
Coon ‘ny = Vici Kid, $1.40, $1.45, $1.50 
Wee Sam At-once shipments 
PURITAN SHOE CO., Ine. 74 Reade St., N.Y. C. 














326 W. W.MONROE S ST 
CHICAGO 
We SUMNER SMITH 
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Where to Buy 


g Shoe Ornaments 

















A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 











OHOE BUCKLES 


OF EVERY DESCRIPTION 


BEADED AND METAL 


BUCKLES 
OUR SPECIALTY 
FASHION ORNAMENT CO 


ISMYRTLE AVE BROOKLYN NY 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES, 


PROVIDENCE - - <= R. I. 














and satins. l 
Peshion Ornament Co.,,,,15 Martie five. , Broskire, NLT; 





M. B. MARTINE, Ine. 
78 Reade St. 
NEW YORK, N. Y. 
Everything in Shoe Or- 
namentation. Beading 

a Specialty. 





TRADE MARK 
REGI905 














Where to Buy 


Shoe Patterns 






































SYSTEMS IN SHOE 
STORES 


Equipment, Accessories, Specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
merchants. 
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improvement over the old slogan. 
Any year, 1921, 1922 or all years to 
come will reward any man who fights 
for business. Never again shall we 
see a return of the easy conditions 
of 1919 and the early part of 1920. 
And let us hope that we shall never 
see a repetition of the last half of 
1920.” 


Membership Drive Launched 


- Henry Hagemann, secretary of the 
Ohio Valley Retail Shoe Dealers’ As- 
sociation, launched a membership 
drive last week for the current year. 
Last year the membership of the Ohio 
Valley Association reached 703. It 
is Mr. Hagemann’s intention to run 
this number to one thousand before 
the year is over. Nearly one hun- 
dred new members were added the 
first week of the drive. Many who 
were members of the association two 
or three years ago have been brought 
back into the fold. 


Window-Trim Suggestion 


A very good suggestion in window 
trimming has been made by Harry 
McLaughlin, manager of Potter Shoe 
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Co. He says every retail mer- 
chant should place each shoe or pair 
of shoes in his window as though it 
were going to be the only one in the 
window. The Potter store has some 
of the most attractive window dis- 
plays in the city. 


J. P. Orr to Return Soon 


J. P. Orr, president of the N. S. 
R. A., is expected back at his desk 
the latter part of next week. He 
returned by way of Chicago where he 
met the members of the executive 
board on the 18th, at which time the 
selection of the next convention city 
was to have been made. Mr. Orr’s 
absence from Cincinnati last Wednes- 
day, April 13, the opening day of the 
baseball season, became the subject 
of comment, for he is one of the most 
loyal fans besides being a director of 
the Cincinnati Baseball Club. Mr. 
Orr rarely misses an opening game. 


John Duttenhofer to Make Trip East 


John Duttenhofer, president of the 
Val Duttenhofer Sons Co., is going 
East next week to make a study of 
the outlook for Fall. 


Lynn 


SHOES FOR JUNE 


Patent Shoes with White Trimmings— 
Also New Kid Shoes for Fall 


With new shoes for June, and some 
advance samples for Fall, Lee Briggs, 
of Briggs & Hutchison, left Lynn last 
week for a month’s trip west. 

Patent leather shoes, trimmed with 
white buck, are the newest summer 
styles in the lines. White buck shoes 
trimmed with black patent leather are 
familiar. The new shoes are just the 
opposite, being black patent leather 
trimmed with white. These new black 
and white shoes are made in oxford 
styles. They have white soles and 
white heels. The tips are of black 
patent leather, and so are the foxings, 
while the ball straps and lace stays 
are of white buck. The laces may be 
black or white. 

Black kid shoes, in bright and dull 
finishes, are among the new fall 
styles in Mr. Briggs’ sample case. 
They are made in one and two-strap 
patterns, and also in oxford patterns. 
The bright finish shoes have Louis 
heels, 17/8 high, and the dull finish 
shoes have Junior Louis heels, 14/8 
high. No aluminum lifts are used in 
the heels. 


Kid Shoes Appear 


Kid shoes are the newest footwear 
at the Travers Shoe Co. Black kid, in 
bright and dull finishes, brown, white 
and grey kid all are being made into 
shoes for immediate delivery to the 
New York city trade. These kid shoes 


are made in one and two-strap pat- 
terns, mostly with Junior or full Louis 
heels. Some are ornamented with fine 
perforations. Some white buck shoes 
are trimmed with shadow straps of 
patent leather, to make an imitation 
tip, as well as to outline the lace 
stays. 


Gold Brocade for Children’s Shoes: 


Shoes with shiny vamps, gold bro- 
cade quarters, patent leather collars, 
with tassels on ’em! That’s what they 
are showing at the factory of D. A. 
Donovan’s Sons Co., designers and 
makers of shoes for children. A simi- 
lar style is made in low cuts, the 
vamps being of patent leather, and the 
foxing of gold brocade. The pump is 
made in a one-strap pattern, and the 
strap is of gold brocade, too. On the 
vamp is a dainty bow of gold brocade 
and black tulle. 


French Corded Shoes 


French corded shoes are being made 
in increasing numbers in factories of 
Lynn and along the North Shore. 
There’s areason. These French corded 
shoes—some call them French braided 
shoes—are finding favor with the buy- 
ers, because the cords give a fine fin- 
ish to the edges of the uppers, and 
also help to strengthen and to keep in 
shape the uppers. Take, for instance, 
the two-strap patterns. If a strap 
were made from just a singte strip of 
leather, it would soon curl and get out 
of shape. But if its edges are bound 
with braid, stitched and cemented to 
the edges, and hammered down hard, 
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the straps are strengthened, the same 
as a picture is strengthened when it is 
put into a frame. Hitherto, the 
French cording was done by hand 
workers. Now newly invented ma- 
chines are being set up in the fac- 
tories, and they do the work faster 
and better than the hand workers ever 
dreamed of doing it. 


Across the Continent 


A singular case of publicity span-. 


ning the continent comes to hand. 
Burrows & Sanborn, Lynn merchants, 
presented a style show as an Easter 
opening. Their leading models wore 
tunic costumes of suede leather, with 
shoes and hats to match, to show the 
possibilities of blending colors in foot- 
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wear with colors of costume. The 
past week, Burrows & Sanborn had 
from Spokane, Wash., a letter com- 
mending their enterprise, and also 
recommending the greater use of fine 
fancy leathers in apparel. 


New A. Fisher Catalogue 

An unusually attractive catalogue, 
in small size, has recently been issued 
by A. Fisher & Son of Lynn. An em- 
bossed cover encloses 16 pages on 
which are portrayed various types of 
the comfort shoes for which this firm 
is famous. Oxfords, slippers and 
boots are shown. In addition there is 
an approach to prevailing novelty 
styles in the one and two-strap sandal 
types displayed. 


San Francisco 


WOLFELT TO INVADE EAST 


Pacific Coast Merchant Plans Store in 
Chicago 


“The C. H. Wolfelt Co. is going to 
open a store in Chicago about Septem- 
ber 1.” This announcement was made 
by G. O. Allen, manager of the San 
Francisco store of the Company, and 
a member of the firm. “It will be the 
first Bootery to open in the East—but 
it won’t be the last,” added Mr. Allen. 
“The store will be on Madison, near 
Wabash. We are also going to open a 
wonderful and entirely novel store on 
West Seventh Street, Los Angeles, 
about October 1.” The three exist- 
ing stores of the C. H. Wolfelt Co., 
each known as the “Bootery,” are in 
San Francisco, Berkeley and Broad- 
way, Los Angeles. 


New Walk-Over Store to Open Soon 


“New Home of the Walk-Over 
Shoes” is the theme of a big notice 
at 942 Market Street where extensive 
alterations are in progress. The store 
is next to the former home of the 
Bank of Italy, in the shopping district, 
on Market Street. 


Retail Store Shifting Arrangement 


For the time being there are four 
Kallenkamp stores on Market Street, 
all in the 700 block. The store on the 
second floor of 702 Market Street, 
which has been running for some five 
years, bears signs stating that the 
store is being moved to 714 Market. 
This latter store is now open, under 
the management of C. M. Lauerman, 
a member of the firm. It is in a light 
and airy downstairs store, where 
show-cases, mirrors and marble stairs 
lead the intending purchaser down, 
without in the least suggesting a base- 
ment. “In the location at 702 Market, 
the customers had to go up first. Now 
they go down first,” said Mr. Lauer- 
man. “It is easy to go down, when 


. 


one is tired with shopping, and then 


the going up again is also easy, after 


the rest involved in fitting shoes. But 
to reverse this process, gives the 
shopper the going up first, when he 
is tired. For this reason, we think the 
new store is an improvement.” 


Retail Business Shows Increase 


Paul Tieburg, president of Tieburg 
Bros., returned from Portland, Ore., 
on April 11, where he had been visit- 
ing his firm’s interests: “Portland 
strikes me as being the most prosper- 
ous city of the Northwest to-day,” de- 
clared Mr. Tieburg. Commenting on 
business generally, he said that it 
seems to be satisfactory on the Coast. 
“The shoe business is getting straight- 
ened out,” he declared. “We did 33 
per cent more business in March, 1921, 
than we did in March, 1920. We are 
selling our shoes at $12.50 down— 
not up.” 


Women’s Business Good 


M. S. Levy, of Block-Levy & Co., 
has been spending three weeks in 
Fresno, where his firm recently opened 
a third store, in the department es- 
tablishment of Reich & Lievre. He 
stated that business is good in 
Fresno and that all his stores, which 
specialize in footwear for women and 
misses, are satisfied with the way in 
which the public is now buying. 


Low Heels Sell Best 


William O’Connor, manager of the 
Emporium’s shoe department, is in 
the East. The following summary of 
fashion’s trend, in San Francisco, was 
given out at the Emporium: “There 
is a great demand for shoes with strap 
effects and Junior Louis heels and 
Baby French heels. We are also hav- 
ing many sales of white Oxfords with 
very flat heels.” 
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= 
here eto etoBuy 
~ hildren’s Shoes 


IN STOCK 
Infante’, Children’s, 


CONSOLIDATED 
SHOE CO. 





























212 Essex Street 
Boston, Mass. 











IN-STOCK 
Children’s Flexible 
‘ Turns, sizes 1 to 8 
and 
Priced Stitch- 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


“ROCHESTER, N.Y. 
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Miscellaneous 


















7 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
Baym hays eyo Send for our com- 






OFFER “FREE USE 


Of Shoe Cuts, Covers, Borders, Ete., for your 
Booklet, Catalog or Folder, if you place the 
—— or we will Sell Shoe Electros 
a 


: SEND FOR FULL PARTICULARS 
: N.H, GROVER CO., R 63, 161 Summer St., Boston 














Perfection Pneumatic 
Arch Cushion 


~~ to Prevent 
allen Arches 


ELASTIC TIP COMPANY 5 






Boston, Mass., U. S. A. 








Better Multigraphing 
LETTERS, CIRCULARS, 


OFFI 
HOUSE ORGANS 
Send for Samples and Prices 


F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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Each model individual, 
The workmanship so neat, 
RIALTOS sell when first they're seen, 
And every time repeat! 


Grey Kid with patent Trimmings are a 
timely suggestion 





THE — SS SNS 
DAYTONA ~S 


A one strap as different and individual as all 
Rialto models. Made in Brown-white and 
Pearl Grey Kid and combinations in high and 
low leather and covered heels. 


Carried in stock by 
SULKIS SHOE CO. 
199 Essex St., 
Boston, Mass. 


B. FRIEDMAN 
145 Duane St., 
New York City 


HOLESALERS 

who market Rialto 
made footwear learn 
from their merchant cus- 
tomers that Rialtos 
create demand upon pres- 
entation. 


And because Rialto pro- 
duces the right shoes at 
the right time, merchants 
are always equipped to 
bag the repeat sales re- 
sulting from Rialto ‘‘on- 
the-foot-salability.”” 


Rialto Shoes—Good-All-W ays 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 


April 23, 1921 
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Los Angeles 


STYLE SHOWS THE RULE 


Fashion Revues Attract Great At- 
tention 


To paraphrase the poet, “In the 
Spring a young woman’s_ fancy 
lightly turns to thoughts of clothes.” 

That the merchants of Los Anegles 
are keenly alive to this fact is evi- 
denced by the prevalence of Fashion 
Shows. First one theater, then an- 
other is chosen to exhibit the latest 
Spring creations, in which the differ- 
ent business houses participate, beau- 
tiful models, for which the Southland 
fs famous, being chosen to wear them. 

These Fashion Revues always at- 
tract great attention and draw big 
crowds, from the staging of the 
kiddies’ costumes by little tots six 
to eleven years, to the lingerie spe- 
cial matinee, to which no mere man 
is admitted. It is a great publicity 
stunt and the merchant who partici- 
pates is sure of much favorable com- 
ment, and sometimes women see at 
these revues things they would not 
otherwise want and will call at the 
store for a closer inspection. For 
instance, a smoking costume may not 
have occurred to a great many women, 
but on seeing a charming one dis- 


played on a model, if the lady smokes 
she may become perfectly wild for 
one like it, if only to impress her 
friends. And seeing the Du Barry cane 
carried so fetchingly by a pretty girl 
must help the cane cause. With so 
many visitors in the city, these events 


serve to impress upon the world the . 


fact that the East has no monopoly 
of the style situation. 

A great deal of interest is shown 
in the shoe models also, as the ladies 
realize more than ever before how 
much footwear can make or mar a 
costume. The time has passed when 
one pair of shoes will serve for half a 
dozen different occasions and the 
smartly clad woman gives as much 
attention to her footwear as her 
gloves, or even more. 

When a stage model dispiays a 
costume with every accessory correct 


’ from hat and veil to shoes it is an 


educational feature and the merchant 
should make the most of it. A no- 
tice to that effect on the program 
and in the newspapers cannot help 
but stimulate interest. The stage 
is a great educational center and can 
be utilized, and will be utilized in the 
future, to a much greater extent than 
at present, along these lines. 


Memphis 


BUSINESS HOLDS ITS OWN 
APRIL TRADE SATISFACTORY 


Easter and the period just following 
were cold at Memphis, accompanied 
by sleet, hail and rain, with some dam- 
age to the fruit section. It continues 
cold with the month half gone, but 
trade in medium weights and new 
Spring styles of shoes is holding up. 
Wholesale shoe business is fair. The 
expectation is for a good Summer. A 
strike in building circles prevails at 
Memphis, seven crafts having declined 
to accept a lower wage scale, but it is 
believed that nothing serious will de- 
velop and the outlook for building is 
excellent. Other trades were affected. 


Calls for Classy Styles 

The Memphis trade is calling for 
the very latest styles in ladies’ shoes 
and while values are slightly lower 
than they were early in the year and 
much lower than a year ago, the bet- 
ter grades of shoes seem to be de- 
cidedly the best sellers in Memphis. 
At the same time there has been a 
slight war on the French heel. Dr. 
Helen Gage, director of public health 
for the State of Mississippi came to 
direct the attack. The matter was 
thoroughly discussed at a luncheon at 
the Y. W. C. A. Shoe dealers pledged 
support and promised to bring gener- 
ous stocks of broad-toed, flat-heeled 
shoes to their stores. 


Salt Lake City 


RETAIL BUSINESS GOOD 


Merchants Hampered Somewhat by 
Shortage of Wanted Styles 


Business in Salt Lake City is hold- 
ing its own in the retail shoe field, es- 
pecially in women’s shoes. Art Bol- 
ton, who runs one of the leading 
women’s shoe stores, says business is 
better than it was a year ago at this 
time and is very optimistic for the 
future. Most of the dealers say busi- 
ness would be better than it is were 
they able to get the kind of shoes that 


are in demand. The factories were 
held up toward the end of last year 
because no one seemed willing to or- 
der his Spring shoes and now that 
they are wanted they are not to be 
had. 


Dissolution of Partnership 
R. H. Solomon and Mrs. Rose C. 
Solomon have bought out the interest 
of W. H. Ingham in the Solomon and 
Ingham Shoe company on East Broad- 
way, known as “The Shoe Store of the 


SHOE RECORDER 


93 


People.” Mr. Ingham has gone to the 
Z. C. M. I. Department Store, where 
he will act as a traveling man in the 
wholesale shoe department. Mr. Solo- 
mon says business is “good.” The 
name of the company will be changed 
to the Solomon Shoe company. 


New Retail Store Opens 

The Pacific Shoe company of San 
Francisco has opened a retail store on 
South Main Street under the manage- 
ment of Edward Neuberg who has 
been acting for the company in a trav- 
eling capacity. The company carries 
a general line of men’s, women’s and 
children’s shoes and have opened a 
shoeteria department. 


Commission Plan Successful 

T. P. Hunter, manager of the shoe 
department of the Walker Bros., Dry 
Goods Stores, says the straight com- 
mission plan of remunerating the men 
in his department, which he inaug- 
urated some time ago is proving very 
successful. He says one thing about 
it is that he is able to get better men. 
He has also reduced the selling cost 
appreciably. 


Strap Effects Still Good 

Women are still demanding strap 
effects with Junior Louis heels, ac- 
cording to one prominent merchant, 
who also predicts a good season for 
sport oxfords. High shoes are dead. 
Men are buying English shoes and 
plain oxfords, though brogue oxfords 
are still in demand among the young 
men. There is some tendency to buy 
moderately priced shoes among both 
sex, one dealer stating to-day that 
women are not buying anything in ex- 
cess of $10, while men are not going 
over $9. It was thought that white 
shoes would be worn earlier this year 
than usual owing to the open weather 
which has prevailed all the year, but 
the snow storms of last week have re- 
sulted in a set-back. 


Where to Buy 


Shoe Polishes 


























BETTER WHITE DRESSINGS 


‘jen= MAGIC WHITE 
Al 1 LI QUID CLEANER 
UNBURNABLE OOF CANN DER 
e200 PER DOZEN. DOZEN 





P. J. LAGOMARSINO & CO. 
641 ARCH ST. PHILADELPHIA 








DO YOU KNOW? 
that you can buy it—or 
sell it—through the 
5 “‘Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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‘Crumbs of Comfort” 
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—Reg. U. S. Pat. Office— 


STYLES 


for Women 


NOW 


TWO QUALITY 


from this famous line of 


EASY SHOES 


Write for a copy of our catalog 


shows our. entire line. 








IMPROVED CUSHION SOLE 
SHOES, DR. A. REED PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE- 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION 








IN-STOCK 





FAMOUS 


Crumbs of Comfort 
Reg. U. S. Pat. Off. 


SHOES 











DAVIS 
NEW PROCESS 
A FLEXIBLE 
CUSHION SOLE 

McKAY 














Stock No. 3606 
Kid Oxford, Kid Tip, Rubber Heel, 
76 Last, Turn. 
DE Shc nc crcacondebaneees $3.00 





Stock No. 2322 
Kid Oxford, Plain Toe, Leather 
Heel, 79 Last, Turned, Combination 
Last. 
SY as kdl gas Ree baomed $3.00 











A. H. BERRY SHOE COMPANY 


PORTLAND, MAINE 


Boston Office - - 


rmrvu__—iiiiATAAAAAnAKN 


428-430 Albany Building 


April 23, 1921 


SIRE Crone sear nimnarraaememnennemnnme seer 





3 








— 6 me 2 et ~~ rr Om 


m3 = 


e 














April 23, 1921 


BOOT AND SHOE RECORDER 


Denver 


NOVELTIES IN THE LEAD 


Both Men and Women Buy Fairly 
Freely of Style Footwear 


Novelties and semi-novelties in low 
shoes for women as well as men are 
setting the Spring and Summer 
fashions in footwear, declare leading 
Denver shoe merchants who are al- 
ready displaying some of the most 
beautiful creations in shoes which 
have graced the show windows since 
pre-war days. One and_ two-strap 
models in black, gray and brown are 
growing in demand here among the 
women. Tans are becoming more 
and more popular with the approach 
of Summer. Satins in black and 
brown are also in much demand and 
colonials are being seen more than 
for some time. Oxfords are espe- 
cially desired by younger men, with 
whom they are becoming more popu- 
lar as Summer approaches, shoe mer- 
chants here report. An early Spring 
and the Spring-like weather which 
Denver has experienced for several 
weeks is creating an early demand 
for low shoes on the part of both 
men and women. Brogues are also 
popular with young men. Tans are 
probably as popular a color as any 
so far as men’s footwear is con- 
cerned. 


New Store Opens in Phoenix 


Word has reached this city to the 
effect that Lacy’s Exclusive Ladies’ 
Shoe Store has just opened for busi- 
ness at 134 North First Avenue, 
Phoenix, Ariz., by the Lacy Brothers. 
The store is finished in the delicate 
French gray, navy gray and old rose 
and the effect produced is one of cozi- 
ness and solid comfort. To add to 
the comfort and convenience of the 
firm’s patrons tapestry upholstered 
arm chairs have succeeded the old 
style uncomfortable benches formerly 
used in nearly all shoe stores. 


Merchants Elect Board of Control 


At a recent meeting of the retail 
merchants’ bureau of the Denver 
Civic and Commercial Association the 
board of control was elected for the 
ensuing year. On that board is R. 
M. Broadhurst of the Denver shoe 
firm, Broadhurst-Young. 


S. D. Misner, proprietor of a gen- 
eral merchandise store in Cornish, 
Col., is closing out his entire stock 
of goods among which is a large stock 
of shoes. 


Wilbur Dunlavy, salesman for the 
Brown Shoe Company, of St. Louis, 
Mo., recently passed through Denver 
on his way home after a brief visit 
with relatives in Trinidad, Col. 


Merchant Reports Record Business j 


“Business with me is better than 
it has been in the thirty-five years 
I have been in Golden,” last week re- 
marked Richard Broad, Jr., proprie- 
tor of a dry goods and shoe store in 
Golden, Col. “The outlook is most 
encouraging and I am firm in the be- 
lief that from a business point of 
view we are better off than any other 
town in Colorado. In the last three 
months my business has been from 
60 to 70 per cent cash, and December, 
which was the largest month I have 
ever had, was 73 per cent cash.” 


Big Order Placed 


The J. B. Byars’ Company, a firm 
operating a chain of nineteen stores 
in the State, announces that it has 
just recently placed a Spring order 
with one shoe manufacturer for 9584 
pairs of shoes. This order comprises 
all grades and styles from the high 
grade dress shoe for men and 
women, down through the line. The 
firm figures good business ahead and 
is making ready for it. 


Richmond 


RICHMOND STYLE SHOW 


Recent Meeting Tells of Big Attrac- 
tions 


The Richmond Association of Trav- 
eling Shoe Salesmen held its regular 
meeting on Friday, April 8. Most of 
the business transacted had to do 
with the shoe style show,- which this 
association is to hold in Richmond at 
the Jefferson Hotel, July 5 to 8, in- 
clusive. 

Letters of application for display 
space from six well-known manufac- 
turers were read by the secretary. 
These applications in addition to 


those previously received take up a 
goodly portion of the sample room 
space, and it is hoped that many 
other manufacturers will avail them- 
selves of the opportunity to display 
their shoes to the hundreds of South- 
ern merchants who will come to Rich- 
mond at that time. Applications 
thus far received exceed the asso- 
ciation’s early expectations. 

J. J. Anthony, chairman of the en- 
tertainment committee, reported that 
arrangements had been made by him 
for a very attractive and diversified 
entertainment, which will in part be 
as follows: Hawaiian musical and 
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dancing act, several black-face acts, 
two orchestras, three well-known 
singers and soloists, battle royal, four 
five-round boxing bouts and two or 
three vaudeville acts from Keith’s 
circuit. In addition to these fea- 
tures there will be automobile rides 
to interesting places in Richmond. 

One of the big features of the show 
will be the living model display. At 
least fifteen comely young women 
will show the different up-to-the-min- 
ute shoe styles. The gowns for these 
models will be furnished by Thal- 
himer’s, Richmond, Va.; the sports 
costumes by Jacobs & Levy, Rich- 
mond, Va., and the hosiery by the 
Van Raalte Hosiery Company. 

In order that the most important 
details of the show will not be neg- 
lected, by reason of the absence from 
the city of the various committees, 
President Burcher appointed as as- 
sistant style show managers, H. C. 
Boschen and Laughton W. Nuckols, 
both well known and exclusive shoe 
merchants of Richmond. 


Continuation School Class Graduates 

The New England Shoe and Leather 
Association on Wednesday, April 13, 
gave a graduation-luncheon at the 
Boston Shoe Trade Club to the 16 
young men who composed the 1921 
Shoe and Leather Class of the Boston 
Continuation School. At the close of 
the luncheon, Secretary Thomas F. 
Anderson of the New England Shoe 
and Leather Association, called the 
gathering to order ‘and turned the 
program over to President Herbert T. 
Drake, who gave an informal talk. 

Addresses also were made by Ed- 
ward M. McDonough, director of Con- 
tinuation Schools of the City of Bos- 
ton; James W. Dyson, class instruc- 
tor, and Major Charles T. Cahill, pres- 
ident of the Boston Shoe Trades Club. 
Members of the graduating class are: 

Edward A. Blagdon, W. H. Mce- 
Elwain Co.; Edward D. Bradley, Pfis- 
ter & Vogel Co.; Warren Bulkeley, 
United Shoe Machinery Corporation; 
Henry J. Burrows, Regal Shoe Co.; 
John T. Davenport, C. D. Kepner Co.; 
Walter G. Garritt, United States Lea- 
ther Co.; Stephen P. Heffernan, Regal 
Shoe Co.; Joseph B. Hoyt, Jr., United 
States Leather Co.; Robert W. Jones, 
Farnsworth, Hoyt Company; John M. 
Mea, Pfister & Vogel; Fred S. Ramsay, 
The George James Co.; Henry C. Snow, 
A. C. Lawrence Leather Co.; Walter 
Thomas, Rice & Hutchins, Inc.; Starl- 
ing H. Waters, Kistler Leather Co.; 
Carl A. Weeks, A. C. Lawrence Lea- 
ther Co., and Edgar A. Witton, United 
States Leather Co. 


Retailers Get Together 
The Retail Trade Board of the Bos- 
ton Chamber of.Commerce held its 
first big “get-together banquet” at the 
Hotel Vendome, Commonwealth Ave- 
nue, on Thursday evening, April 21. 
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BROOKLYN-TURNS 
—IN STOCK— 


The grade of shoes for which Brooklyn is nationally known. 


PLUS— 


Styles for which there is an immediate call and 
in which there is a countrywide shortage. 


PLUS— 


A stock service that means complete and imme- 


diate shipment. 





No. 1205 


No. 1205—Black gunmetal 
calf vamp and quarter-black 
ooze collar and strap, 17/8 
Louis heel, perforated vamp 
and quarter, imitation 


Od puieit ceases aalanke $7.25 
No. 1202—Brown kid vamp 
and quarter brown ooze col- 
lar and strap, 17/8 Louis heel, 
perforated vamp and quarter, 
PO On occ ce ccad $7.75 
No. 1208—AlIl medium shade 
tan calf, 17/8 Louis heel, per- 
forated vamp and quarter, 
RR ee $7.50 
No. 1201—All medium shade 
tan calf, perforated vamp and 


quarter 17/8 Louis heel, plain 
CGE ee kisdsenassinews $7.50 


This is our present offering. 


These shoes have stood the 
test of a varying market and 
are proved sellers. The single 
strap button model is the best 
model, and tan Calf, brown 
Kid and Gun Metal are the 
strongest selling leathers to- 
day. The quality, price and 
value are right in each item. 
But the quantity is limited. 
Your order is safest if sent 


NOW. 





No. 1204 


No. 1204—All medium shade 
tan calf, perforated vamp and 
quarter 14/8 Louis heel, plain 
We ctescutawasewnnd $7.50 


No. 1203—Brown: kid vamp 
and quarter, brown ooze col- 
lar and strap, perforated 
vamp and quarter, 14/8 Louis 
heel, plain toe....... $7.75 


No. 1207—Black gunmetal 
calf vamp and quarter, black 
ooze collar and strap, per- 
forated vamp and _ quarter, 
14/8 Louis heel, imitation 
OM o4 cts ace eamesanes $7.25 


No. 1209—Brown kid vamp 
and quarter, brown ooze col- 
lar and strap, perforated vamp 
and quarter, 14/8 Louis heel, 
imitation tip. .... 00-0... $7.75 


Triangle Shoe Manufacturing Co., Inc. 





Pe amt 


Sizes and Widths: 


Terms: 3% 10 days 








AA—3'4 to 8 
A—3 to 8 
B—2'4 to 8 
C—2'4 to 8 





11-13 Emerson Place 
BROOKLYN, N. Y. 
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STYLES — a WD STYLES 
OF Eset OF 
0 
CHARACTER e ORIGINALITY 


Latest Creations of the Shoemaker’s Art 


IN STOCK MAY FIRST 


WIDTHS AA-A-B-C 









674—Russia Calf, Fawn 648 — White Nubuck 
* . Goodyear welt, Cuban 
inlaid tongue, Hand Turn BIR. = Fiiptensanasd $5.75 


ed, Junior Louis _ heel, 
$7.00 
673—Russia Calf, Fawn 
inlaid tongue, Hand Turn- 
ed, Full Louis heel.$7.00 
675—wWhite Polar — 
White kid — 
Full Louis oe 





676—Brown Kid, Hand 
H 650 — White Beechtex 
turned, Full Louis peal. Cloth, Goodyear welt, 
- Cuban heel ....... $4.25 


677—Brown Kid, Hand 
turned, Junior Louis heel, 
$7.00 





680—Brown Kid, Field 
Mouse Collar and strap, 
White crescent insert, 
cae Turned, Full Louis 


651 — White Beechtex 
cloth Sport, Ox. Russia Cf, 
trimmed. Goodyear welt, 
ee ee $5.00 


Ga1—Same style only 
Junior Louis heel. .$7.5u 





686—White Levour Kid. 2— Whi B 

Black stay around quarter bay at aa _~ § Spr 
strap, and tip, and Lea. trimmed, 9/8. heel, 
turned, Full uis peal. $6.00 


687—Same style only 
Junior Louis heel. 87. 00 
679—Russia Calf, Mahog. 
stay around quarter, strap 
and tip, Hand _ turned, 
Full Louis heel... .$7.50 





688S—White Polar Cloth. 
Baad turned, Full Lozis 653—Brown Kid, Good- 
Sil — panic * ‘casio cate year welt, Cuban _ heel, 
Junior Louis heel.. $5.00 $6.00 
672—White Polar Cloth, 

Black French Cording 


cot cot NE Reltable for Style and Dependable for Wear 


O71 — Same sum 
Full Louis heel.. ae 


Don’t delay, but send your orders immediately, as these are fast selling styles 


CULLEY-STORZ SHOE CO. 


1208 FARNAM STREET _ OMAHA, NEB. 

















eas pee Meee ses 


BOOT AND SHOE RECORDER April 23, 1921 








Another BLEECKER 


—Home Run— 
The Babe Ruth 


of Women’s Novelties 


IN STOCK FOR AT ONCE DELIVERY 


6026—Top Grade Russ Calf Colonial, perforated Tongue 
with cut out, covered 18/8 LXV Heel, AA-C........ $7.50 
6028—As above, with Baby Louis Hiel AA-C........ $7.50 


* 6025—Finest Blk. Satin Colonial, beaded Tongue, covered 
Nk o.oo cede Wncc4e0s3500easecaned $7.50 


6027—Blumenthal’s Hav. Brown Kid Colonial Beaded 6031—As abov with Baby Louis Heel AA-C........ 7.50 
Tongue with cut out, covered 18/8 LXV Heel AA-C. .$7.50 e, y s $ 

6029—As above, with Baby Louis Heel AA-C........ $7.50 6024—Finest Brown Satin P meen Beaded Tongue, cov- 
ee * ae Se A Weed BAeO... «0 0c.ncsoccaccecceteaecel $7.50 


6030—As above, with Baby Louis Heel, AA-C........ $7.50 







Always Ready fo Serve gas 
<ER SHO IDARAR Bao 


BLEECKER SHOE CO: 
THE LIVE’ WIRE HOUSE. 


(aeRO DOD so ed 0 Creafor. A 
riginators S ite 
DUANE ST. NEW YORK, CITY —_ 


Boston Office: 117 Lincoln St., D. P. Gallagher, Rep. 


























BUY OR RENT Make Your Own 
AN Stylish Sellers! 
ELLIOTT 


BUTTON ATTACHING 


METALLIC FASTENER 
: The one-piece style is held in place by 
MACHINE a button on each side. The two-piece 


strap is sewed in, with button at top. 


Take those old low-cuts and doll them . 
up a bit. Might just as well make 

money on them if you can. All you 

need is a pair of our adjustable pump 

straps. 


Our price is low. $2.00 per dozen 


STANDARD OF THE WORLD pairs. All popular shades — leather, 
fabric and satin. 








Thirty-two Years’ Continuous Service 


Laing, Harrar & Chamberlin 


Consult Any Shoe Findings’ Jobber. 43 N. Third St., Philadelphia 
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REG. U. 8S. PAT. OFF. 


BIG-CITY SHOES 











BOOT AND SHOE RECORDER 








IN STOCK 


The livest, quick selling 
numbers in the market. 
New supplies are in to 
meet the great demand 
for summer footwear. 


135 Styles 
Men’s, Boys’ 
and Women’s 


Ask for Catalog 
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NEVER QUIT 


BRINGING IN SALES 


C[esTED in New York, our models are offered to 


you when they have all the power to put your 
store in the lead in your locality—to boost busi- 
ness by giving you an eye-opener for your trade. 


These Yorker shoes for men and women are 
just the styles that will MAKE people come in 
—new customers or old will be attracted. 


We're not letting our own enthusiasm promise 
this good work. It’s rather the continued as- 
surances of Yorker dealers everywhere that 
they’re selling more, these days, than ever. 


If you’re open-minded, you'll let us send a sales- 
man, as well as literature, to prove that Yorker 
shoes are the best styled, lowest priced, fastest 
selling, popular grade footwear in America. 


Branded for one merchant in each town. 
Unbranded for dealers anywhere. 





























ENGLISH 
BROGUE 


$5.75 


No. 470 





Toney Red Calf with rubber 
heels; B to D, 6 to 10 
Dark Tan Side 
No. 87—$4.90 


BALL STRAP 
BROGUE 


$6.50 


No. 485 





Toney Red Calf 
Goodyear Wingfoot 
Rubber heels; B to D, 6 to 10 























Diamond $hoe Ce 





196 CHURCH ST., NEW YORK CITY 


Two Factories - Brockton, Mass. 
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The 
First National Bank 
of Boston 





Transacts commercial banking business of 
every nature. 


Make It Your New England Bank 





Capital, Surplus and Profits 


$37,500,000 
















—IN STOCK— 
HANNAHSONS 
BLACK 


and 


BRO 
SATINS 





Bo, 3 9a 8 B, C, D, 2% to 8 
16/8 half V heel Baby Louis heei 
B-110 Black Satin 1 strap........ $3.25 B-140 Black Satin 1 strap........ $3.25 
B-340 Brown Satin 1 strap...... 3.75 B-335 Brown Satin 1 strap....... 3.75 








HANNAHSONS SATINS will increase your sales mightily. They have done it for others and will do it for you. 
HANNAHSONS SATINS are POPULAR PRICED. Feature them as “LEADERS” in your regular or special sales. 
HANNAHSONS SATINS have every appearance of shoes for which much higher prices are asked. 
HANNAHSONS SATINS compare favorably with higher grades. We specialize in fabrics. 

HANNAHSONS SATINS are IN STOCK. You can get them as ordered and when ordered. 


HANNAHSONS SHOE COMPANY 
35 WINGATE ST—HAVERHILL, MASS. 


Minimum Orders, One Dozen Pairs. Terms 2% 10 Days 
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Crawford Arch-Supporting Shanks — 








\l 


Help Sales Along 


LINE of shoes with Crawford Arch-Sup- 
porting Shanks is a business building 
asset for any lively shoe store. 


The Crawford Arch-Supporting Shank is built 


right into the shoe—fitted between the inner a 
and outer soles and locked to the insole. It Auburn, Me 
preserves the shape of the shoe and gives sup- prey 
port to the arches and ease to the foot. It “Cincinnati 
cannot abrade the skin. Haverhill 

Johnson City 

HE finished, fashioned and fitted shoe is ao re 
intended for the foot only. Any appli- iieiliae ; 

ances crowded into the shoe will cramp the New Orleans 
foot, injure the arch, and destroy the shoe. Ye a i 

. ° rie 0. 
Many people in your city have been dissatis- wala 


fied with arch-supporting appliances. They 
will appreciate a line of shoes built with Craw- 
ford Arch-supporting Shanks. It will pay 
you to carry a stock. 


Write us today for particulars. 


United Shoe Machinery 


Corporation - 


Boston 


Rochester, N. Y. 
San Francisco 
St. Louis, Mo. 








Buyers’ Easy Reference Directory 
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TANNERS CUT SOLE CO. 


Oak and Univn Cut Soles of 
Uniform Quality, Cut and 
to Standards by Ex- 
perts. Enlarged Capacity and 
Variety of Grades enable us to 
supply all demands. 


Large Capacity—Prompt Service 
MANUFACTURING PLANT: DISTRIBUTION OFFICES: 


90 Wareham Street 
BOSTON, MASS. 


NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 


321 Summer Street 
BOSTON, MASS. 











A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 
of byck, deer or elk. Sizes for men, women, children and 
infants. Plain or Fancy. , 
Prompt shipment of large orders as well as small. Con- 
tinuous service. Factory running to capacity. Interesting 
catalogs and price list sent at your request. 


J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 

















HARNEY, TRACY, CREHAN CO. 
FACTORY : 589 ESSEX ST., LYNN, MASS. 
BOSTON OFFICE: 10 HIGH STREET. 










Allows the feet to spread. A 
sturdy little shoe for play and 











all around wear at home or 
in the _ country. Korry 
Krome Flexible Sole. Made 
in Smoked, Tan and Dark 
Brown. Infants’ and 
growing girls’ sizes. 
Retails for 
$2.50 to $3.00 


Send for samples 
COLLYER MOCCASIN CO. 


245 Burrill Street - - Swampscott, Mass. 
























Sizes Made in 
2-5...$1.30 Patent Leather 
5-8... 1.55 Gun and Tan Calf 
Ready Now White Nubuck 


Booklet on Request. 


Sturdy little shoes of real merit. Made with choice 
leather quarter linings and counter. Equipped with 
tough yet flexible 8 iron sole. Other styles in stock 
2-11. You will be satisfied with their salability. Your 
trial order opens the way to new business. 


JAQUES & CLEMENT 


Haverhill, Mass. Boston Office, 215 Essex St. 





——_- IN STOC K sn 
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REAL QUALITY STRAPS 


ATEST designs in the fashion- 
able colors—both beaded and 
plain. 


Write for Samp! es 
Prompt Service Best Quality 


The MacNeil Co. 


219 MARKET ST. LYNN, MASS. 
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We Will Soon Be In Our New Home 


After May Ist, 1921, we will occupy the entire building 
at 159 Duane St., New York City. 
JOT THIS DOWN IN YOUR BOOK 


CO. 


Now at , 
111 Reade St. New York City 


In the meantime, until we move, we have determined to 
c’ose out all of our discontinued lines of up-to-date mer- 
chandise at a sacrifice. Aren’t you perhaps interested? 











— 
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IN STOCK 


FOR IMMEDIATE DELIVERY 








| Gray “‘Nubuck” I-strap Style No. 120 
(illustrated). No. 121, same as No. 120, ° 
j with cut-out in strap. Solid sole leather 
| counters, and shank pieces in both. 
| Widths A, B, C. Sizes 244 to 7. 
Price $5.00, less 5%. Sample pairs on 


request. 


Makers of Hand Turned Low Cuts 
F actory—118 Phoenix Row, Haverhill, Mass. 
183 ESSEX STREET, BOSTON—Room 306 
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COLLINS & STAPLES 
| 











Se bt 


The Latest Styles 


REQUIRE 


jz 








| TS various adaptations are found in 
the best accepted vogue, both in 
France and America. 


We supply widths for all styles. 


EVERLASTIK, Inc. 


52 Chauncy St., Boston 
395 Broadway, New York 
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New Discoveries 


~ 


By A Shoe Veteran 


| bw sold shoes all over this great coun- 
try from Siasconsett, Mass., to Tilla- 

mook, Oregon—look at the map, young 
feller. 

I’ve sold pegged brogans in Arkansas, 
cowboy boots in Montana, loggers’ boots 
in Oregon, cotton pickers’ shoes in Texas, 
men’s fine welts in Missouri, and women’s 
turns and welts and McKays in nearly every 
state. So, you see, I’ve rubbed against a 
lot of shoe men in my time. 

I know shoe men who declare that sub- 
stitutes for leather are wrecking the busi- 
ness. Suppose all the 
automobiles were uphol- 
stered with real leather! 
Suppose that we put real 
leather onto all the 
books ! 

Where would the 
leather market be to-day 
if it weren’t for leather 





substitutes? Up there 
around the moon, young 
feller. 


A cow has only so many hides, and there 
aren’t enough cows. 

I’m not finding fault with leather, you un- 
derstand. I’m for leather every time, when 
there isn’t something better. 

One of the best things I’ve ever seen isn’t 
a substitute, not by a long shot. A substi- 
tute is a thing that is used instead of the 
real thing as I see it. 

I’m talking about this insole they call 
Korxole, brother, and I’ve been watching it 
like a hawk watches a Spring pullet. 

It’s the best insole I’ve seen in a long, 
long experience. 

But, I haven’t the room to spread myself 
here. Give mea little time and space. Next 
time, maybe, I can expand the thought a 


little. THE SHOE VETERAN. 


P. S.—Have you seen the little newspaper, 
“Shoe Talk”? The Armstrong Cork Co., 


located at Lancaster, Pa., will gladly send 
you a copy of it. 


It’s really worth while. 
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Full Louis Novelty Turns 


High Grade Turn Comforts 

















FACTORY BOSTON SALESROOM 
HAVERHILL, MASS. 207 ESSEX STREET 
J. GEORGE KNIGHTS J. WALLACE ALLEN 





SPECIALIZING 


on these two lines 
we have been able 
to make 


IMPROVEMENTS 
IN 


WORKMANSHIP AND CONSTRUCTION 


That are placing our line 
in the sought for class. 


KNIGHTS-ALLEN CO. Ine. 




















United Shoe Machinery Corporation - - Boston 


United Shoe Repairing Machine Co. - . Boston 


for men and women 






A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 









J. K. Krieg Company, New York 
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BASS 
SHOES 


For Hard Service ; 


Footwear for every outdoor 
use—get your share of this 
Spring and Summer’s business 
with this quality line—Write 
us your needs and let us quote 
prices. 


April 23, 1921 

























No. 2811 


No. 2811—Men’s Smoked Elk Rangeley 
Moccasin, 5 inches high, double elk sole 
and rubber heel. 





No. 923—Women’s Smoked Elk Rangeley 
Moccasin, 8 inch, duflex fibre sole, special 
tennis heel, Kennebago last. Stock, 244 
to 8, C, D, to order; 244 to 8, A to E. 


Stock No. 
1110 
Stock No. 1110— 


Brown Kangaroo 


Grain Blucher, 





Outdoor Moccasin Slipper 








Stock No. 381 


STANDARD SCREW 


No. 381—Brown Kangaroo Grain Blucher, 
tip, full bellows tongue, nickel Klondike 
eyelets and hooks, three soles, fair- 
stitched, standard screw, Munson last. 


Stock, 6 to 12 E, to order, 6 to 12 EE. 


G. H. BASS & CO. 








Wing tip, half bel- 
lows tongue, 
nickel Klondike 
eyelets and hooks, 
dguble sole, waxed 
Elk mid-sole, 
Civilian last. 

To order, 6 to 12 
D, E, EE. 


Shoemakers 


The ever-popular Indian tan pattern. 
Made from Black Chrome stock and water- 
proofed by our own process. 

No. 92014—Black Chrome Moccasin Slip- 
per, single sole, spring heel, snowshoe 


last. Stock, 6 to I! EE. To order, 6 


WILTON, ME. 
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GOODRICH SHOES ARE READY 
for Fall 1921 


GOODRICH MEN’S HOUSE SLIPPERS at 
much reduced prices, as well as a Complete Line 
of Women’s Dress Oxfords, Slippers and Pumps. 


OUR SALESMEN ARE OUT AS FOLLOWS: 


J. E. Stevens, North Atlantic States F. M. Colburn, South Atlantic & Gulf Stages 


F. A. Montgomery and J. B. Kruger, Pacific Frank Lord, Middle States 
States W. A. Ramsdell, Northwestern States 


HAZEN B. GOODRICH & CO. 


HAVERHILL, MASSACHUSETTS 
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Your Finding Case, Does It Contain 
“‘Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS & REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 
27 im. ... 2. eee e sees * 20 Per Gro. Strings 
40 


BM sivicyc bane 4.45 


SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER aed M’f’rs---Boston and Chicago, U. S. A. 
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THERE ARE NO BETTER 


SHOES 


STOCK SHOES CAN BE SHIPPED WITH “BEACON” 
OR “SPEEDWELL” TRADE-MARKS OR UNBRANDED 


CAUGHT UP! 


The demand for this oxford has been so tremendous that we are able 
to offer for the first time this shoe. 


IN STOCK. ON THE FLOOR. 


A Chippendale Russia Oxford B5004—Great 
Value— 


mn | BEACON Ws 
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No. B-5004—Chippendale Russia Square Throat 
Oxford, Goodyear Wingfoot Rubber Heel—Widths 
C, 6 to 11; D, 5 to II. 


IN-STOCK 


CODE WORD—"“HIRAM"—*“TREND LAST” 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


Ke 


Il 
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18 Seuth Wells St. 
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TUT TTT EPP EEE LCE PET CELT 


HUNAN 


Express the F ee of Spring in Trane Your Footwear 


TTT 9 
TTT TTT Us 


LACES 

LACES Round Mercerized in both Hard and Soft STRAPS Plain Leather in many attractive styles. 
Finish. Tubular Mercerized in Narrow, Beaded Designs on Any Color Leather— 
Medium and Wide. Oxford, Silk or Mercer- Steel or Jet Ornamented Designs on Any 

ized in Flat, Tubular or Ribbon. Color Leather. 

All Qualities, Lengths, Colors. Mion , ; 

BUCKLES An unlimited variety of styles in 
BOWS Twenty-five hundred styles in Plain and BUTTONS Buckles and Buttons for trimming Straps 

oe Ribbon or Leather Bows. and Pumps. 





(Send for Style Folder recently issued) 


CHANDLER’S SHOE NOVELTIES 


30 FRANKLIN STREET C. A. Browning Co.. Sole Agents BOSTON, MASS. 
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No. 13711, 
YGRADE 


HYGRADE ENAMELLED BUCKLES IRON CAST 


IRON CAST 
OR NON RUST 
NONRUST THAT HARMONIZE WITH pete Leg 


COMPOSITION STYLISH SUMMER FOOTWEAR 


Harmony is the keynote of summer. 
We manufacture a large assortment of 
buckles to match leathers which will 
be popular all season. Braves 
Samples sent free upon No. 1061 
NON RUST 


No. 1141 request of manufacturers. COMPOSITION 
BRANCH 


COMPOSITION NORTH & JUDD MFG. CO. sane rricEs 
NEW BRITAIN, CONN. —. NEW YORK 
ALL LEADING (5) . a CaICASO 


JOSBERS SELL 
SAN FRANCISCO 


OUR PRODUCTS. ANCHOR HAROWARE 
BRAND PROOUCTS 
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For Every Style Shoe in All Widths 
and Colors 


All Silk Grosgrain 
Silk Faced Grosgrain 
Satin Grosgrain 
Mercerized Grosgrain 
Double Faced Satin 
Grosgrain Bindings 
Gold and Silver Metallic Ribbons 





Widths No i% No. 2 No. 4 No. 5 No. 7 No. 8 No. 9 


1 in. Y in. ¥% in. % in. 1% in. 1% in. 1% in. 














Wanted Colors—Black, White, Mahogany, Chestnut, Tobacco; Navy, Gray, 
“WRITE FOR SAMPLES AND PRICES” 


CHANDLER’S SHOE NOVELTIES 


C. A. Browning Co., Sole Agents 


30 FRANKLIN STREET, BOSTON, MASS. 





RILEY’S White Shoes with Guaranteed Neolin Soles 


are proving big volume sellers for this season. They are made in three styles: Sport Oxfords, Plain 
Oxfords, Strap Pumps. EXCELLENT $4.00 and $5.00 RETAIL SELLERS. 
We can fill orders for delivery May 15th to June Ist. 





No. 2902—Women’s White Sea Island Can- No. 2903—Women’s White Sea Island Can- No, 2911—Women’s White Sea Island Can- 
vas Oxford, guargnteed Neolin sole, 14-8 vas Sport Oxford, guaranteed Neolin sole, yas One-Strap Pump, 14-8 inch heel, guar- 
inch heel, + inch heel. Trimmed in patent, tan or anteed Neolin sole. 

w e. 





EADING shoe stores are now finding these styles HESE are real shoes, and are made over our regular 
easy we a as — by large repeat lasts, having the same fitting qualities as our other 
oe Sar & eee e merchant's orig- shoes. Each pair is made unbacked, therefore cool 


inal order for 4,000 pairs has brought a repeat order for : a : 
2,000 more pairs, while another original order for 2,200 on the feet. Your trade will want these shoes this Spring 
pairs brought a repeat order for 1,500 more pairs. and Summer. 


Prices Are Right—Wire or Write—Samples Sent on Request 


THE RILEY SHOE MFG CO. Columbus, Ohio 


_ 
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“Why, these 


FEDERAL 
ARCH-LIFTS 


are different from any 
I ever saw.” — 


This is a frequent remark of cus- 
tomers. 


They are different—and far and 
away the greatest arch supporting 
device ever invented. 


FEDERAL ARCH-LIFTS support 
because they lift. Wherever shown 
they are selling readily. The shoe 
merchants featuring FEDERALS 


are reaping a generous reward. 


They cure the difficult cases per- 
manently—mean good will and new 
customers. 


A sample dozen—suiting all weights 
and backed by our effective window 
display—will start business humming. 


Write now for interesting booklet and 
full information. 


THE FEDERAL ARCH - LIFT 
MANUFACTURING CQO. 


168 Dartmouth St., Boston, Mass. 








Juvenile Shoes 
in the better grades 


FACTORY STOCK 
SERVICE 
H. H. FREELAND 


Manufacturer 


Established 1896 ROCHESTER, N. Y. 





Catalog on request 
A salesman in every State 








OO 


NO 


Extremely High-Grade 
Carried in Stock 


1 to 4. D Wide 


THE DONALD SHOE CoO. 





239-41 N. 6th ST. PHILADELPHIA 
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One Straps — In Stock 


Attractive Models in Brown Ooze and 


Gray Nubuck 


Order To-day 


Style B253—All Gray Nu- 
Terms: Net 30 Days 


buck, 17/8 Covered Wood 
Louis Heel, Turn. Price, 





SIZES IN STOCK 





$7.00 
; OMe eae ee Syne oe to 8 

EEE IS 
Style B257—All Gray Nu ae nner oa aos 
buck, Baby Louis Heel, Turn. Ee SIE 214 to 8 
the RR $7.00 REE ES 244 to 8 


Style B245 — All Brown 
Ooze, 17/8 Covered Wood 
Louis Heel, Turn. Price, 


$7.00 


JOY, CLARK & NIER,Inc., Rochester, N. Y. | ° 




















=A 


A New Price on Converting Instep 
Straps 


yu 


In Stock 


No. 450—Glazed Colt 
One Strep Sandal, 14-8 








Cuban \V was Heel, 
Opera D. Wid rr 
PROD - wasde tats oc 





Home Case 


No. 452—Glazed Colt, 
Two Strap Sandal, 
14-8 Cuban Wingfoot 
Heel, Opera D. Width 
Last. Price....$2.60 


No. 306 
Dull Kid, Vici Kid, Patent Leather, White Kid 





Three Thousand Pair of Samples 


One style illustrated. Also other designs in 
Patent Leather, Vici Kid, Dull Kid, Gun 
Metal, White Kid, Brown Kid. 


While they last $3.60 per doz. pair 
Merchants if you are looking for 


real value in your Comfort Shoes 
and want shoes that when sold give 
satisfaction, you should inspect the 
“Home Ease” Line of Comfort 





| German Silver Wire Brushes for Suede Shoes | 








Gilliam Neverslips for prevention of Slip- 
ping. Will save hose and prevent chafing 
of the heel. Easily adjusted. 

$1.75 per doz. pair 














HAO 





Shoes. 
The H. L. HYMES CO. Samples on request 
Manufacturers 
Shoe Specialties BRANDAU SHOE CO. 
DETROIT MICH. 











19 East 17th St. New York City 


a 


















BOOT AND 


SHOE RECORDER 


April 23, 1921 


Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 





Failures 


#oston—Bay State Shoe Co., wholesale 
shoes, reported financially embar- 
rassed ; total indebtedness amounts to 
$20,000; negotiating composition set- 
tlement. 

J. Freedman, shoes, reported invol- 
untary petition. 

Lynn, Mass.—Peerless Last Remodelling 
Co., reported made an assignment to 
Cc. Frank Hathaway. 

Gardner, Mass.—Hyman Chapnick, shoes, 
reported involuntary petition in bank- 
ruptcy. 

Albany, Ala.—The Outlet, shoes, etc., re- 
ported M. L. Levin and J. F. Rosen- 
heim individually, and trading under 
above style, voluntary petition, listing 
liabilities $3,000, assets $4,646. 

Moosup, Conn.—Abraham Buyer, shoes. 
ete., reported offering compromise 
70c. on dollar. 

Savannah, Ga.—Greenberg & Robinson, 
shoes, etc., reported meeting of credi- 
tors was scheduled for April 19 last. 

Williamson & McManus, shoes, etc., 
reported consent of creditors asked to 
extension, whereby 25 per cent of 
gross sales, or minimum of $1,000 per 
month be set aside monthly for dis- 
tribution, first payment to be made 
May 5, thus prevent sacrifice of busi- 
ness. Bankruptcy proceedings insti- 
tuted, but only consented to by A. B. 
McManus, as O. W. Williamson, other 
partner, did not join in consent and, 
it is alleged, made statement that 
he did not know about bankruptcy 
proceedings and certain creditors will 
receive more under proper custodian- 
ship than in bankruptcy. 

Center, Colo.—Frank’s Stores, shoes, etc., 
reported voluntary petition in bank- 


ruptcy. 

Monticello, Ga.—T. S. Malone, shoes, etc., 
reported involuntary petition in bank- 
ruptcy. 

Chicago, Ill.—Economy Shoe Stores, Inc. 
shoes, etc., reported made assign- 
ment; debts approximately $30,000; 
assets estimated about $10,000. 


Safety Service & Supplies Co., shoes, | 


etc., reported offering 25 cents on dol- 
lar; total assets $4,894.15; total lia- 
bilities of $6,200.88, showing book 
deficit of $1,306.73. 

Waterloo, Iowa—Wang & Miller Shoe Co. 
(Not Inc.), shoes, etc., reported tem- 
porary receiver appointed. 

Cottonport, La.—J. . Rosenberg, shoes, 
etc., reported voluntary petition. 


| Kistler 


AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 


332 Summer St. 





Lesh & Co. 


| SOLE LEATHER 





Terre Haute, Ind.—Gus Kerber, shoes, 
etc., reported Hilda Kerber; under 
above name, involuntary bankruptcy. 

Brooklyn, N. Y.—Leo Cohen, shoes, re- 
ported at meeting of creditors it de- 
veloped he owed for merchandise ap- 
proximately $7,435; assets, $2,034; 
offered creditors 25 per cent in full 
settlement, 12% per cent cash and 
12% per cent notes, was refused, and 
store locked. 

New York—Max Mitz reported given trust 
deed to Irwin M. Berner, manager of 
the New York office of agency; lia- 
or boe estimated $11,000; assets, 


Rosenthal & Son, shoes, reported 
claimed owing $1,900 in trade, $800 
mortgage, $100 other liabilities ; stock 
valued $2,900 cost price, bring about 
$1,200 at forced sale; offered settle- 
ment of 50 per cent. 

David Shapiro, shoes, reported in- 
voluntary petition in bankruptcy. 

Bernard Seligman, shoes, etc., re- 
ported involuntary petition. 

Nathan Goldzweig, shoes, reported 
owes $3,000, has 300 pairs of shoes, 
figured at $5 a pair; made proposi- 
tion to pay 20 cents on dollar in full, 
or return merchandise. 

Julius Katz, shoes, reported called 
meeting of creditors; liabilities, $9,- 
000; assets, $6,500. 

Bowman, N. D.—C. C. Weems, shoes, etc., 
reported assignment to W. A. Martin; 
liabilities estimated $6,000; assets 
$4,000 

Windsor, N. C.—N. Freije, shoes, etc., re- 
ported voluntary petition in bank- 
ruptcy. 

New Bern, N. C.—M. Suskin, shoes, etc., 
reported creditors refused reported 
offer of 25 per cent, now offering 36% 
per cent. 

Akron, Ohio—Handler & Cohen, shoes, 
etc., reported involuntary petition. 
Passaic, N. J.—Army & Navy Salvage 
Co., shoes, etc., reported involuntary 
petition filed against Abraham 5S. 
Cohen and Michael Janes, trading 

under above style. 

Fargo, N. D.—D. C. Allison, shoes, etc., 
reported petitioned into bankruptcy; 
A art liabilities, $40,000; assets, 


Roanoke, Va.—Harry Abrams (National 
Shoe Store), shoes, etc., reported offer 
settlement of 20 per cent; liabilities 
Serise $14,462; assets estimated 


ANA ANIAN ANI ONi/e 


Philadelphia, Pa.—Sol Marcus & Co. 
(French Boot Shop), shoes, reported 
involuntary petition into bankruptcy. 

Lehightoh, Pa.—Samuel Heiligman, 
shoes, etc., reported asking for exten- 
Prey j present total indebtedness, $19,- 


54, 

Pittsburgh, Pa.— Abraham’ Rosenstein 

shoes, reported involuntary petition. 
Harry de Haven, shoes, reported in- 
voluntary tition. 

Ennis, Texas—Molof & Gershenzon, shoes, 
etec., reported offering creditors 40 
per cent settlement. 

Elk City, Okla.—M. Z. Kjng, shoes, etc., 
reported involuntary petition. 

Sumter, S. C.—Sumter Clothing Co., shoes, 
etc., reported voluntary petition ; lia- 
en, $37,000; nominal assets, $63,- 


000. 

Greenwood, S. C.—Pratt & Taylor, Inc., 
shoes, reported in bankruptcy. 
Breckenridge, Texas—Sol J. Morganstein, 
shoes, etc., reported assignment. 
Houston, Texas—Siegel & Smolinsky 

(Farmers Shoe & Dry Goods Co.), 
shoes, etc., reported offering to com- 
promise at 25 per cent; liabilities said 
to total $44,370; $20,000 unsecured. 
Cleburne, Texas—S. Mazel, shoes, etc., re- 
ported petition in bankruptcy; settle- 
ment on basis of 33% per cent offered. 
Milwaukee, Wis.—Max Heller, shoes, etc., 
reported involuntary petition. 
Toronto, Ont.—Jeremiah O’Donnell, shoes, 
reported assignment to W. J. Keenan. 
St. Catharines, Ont.—Leveys & Leveys, 
shoes, reported assignment to Henry 


Barber. 

Halifax, N. S.—Connolly & Co., shoes, re- 
ported assignment to Canadian Credit 
Men’s Trust Association. 


Changes 
Boston, Mass.-—Standard Finding Corpo- 
ration filed their articles of incorpo- 
ration on April 4, purpose to deal in 
findings. Authorized capital, $50,000. 
The incorporators and officers are as 
follows: Horace W. Sexton, president; 
Max E. Bernkopf, treasurer; Lillian 


Cooper. 

Sulkis Shoe Co. filed their articles 
of incorporation, incorporating under 
Massachusetts laws on April 8, pur- 
pose to deal in boots and shoes at 
wholesale. 

Chelsea, Mass.—White Star Shoe Dress- 
ing Co., Inc.; shoe polish; capital, 
$100,000. Incorporators: Edward S. 
Cortell of Lewiston, Me.; Andrew G. 





way. If 





FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street 





Boston, Mass. 





Sa) ae ee 
bi Coma 


iu 


Pa Sorts as 





— 


» Pm pm~ 


peeetiettt sam 











uO} 


cy 











April 23, 1921 





Milton and Louis D. Pappas of Lynn 
and Peter B. Panaretos of Springfield. 

Brockton, Mass.—Hailbum Shoe Co., Inc., 
wholesale dealers in shoes, capital 
$50,000, and the following incorpora- 
tors: Samuel Ferrar, president; Mor- 
ris Hailbum, treasurer, and Julius 
Bornstein. 

Salem, Mass.—John J. McGrath Shoe Co. 
incorporated on March 31, 1921, under 
Massachusetts laws for the purpose 
of ceained anger: boots and shoes; 
authorized capital, $25,000. The incor- 
porators and Officers are as follows: 

John J. McGrath, president and treas- 
urer, Leo V, Kel laher, Francis E. 


Brockton, Mass. —Barney, Capen & Den- 
ham Co. has voted to issue $500 of 
the >-aoomea stock. 

Lynn, Mass.—Jelly-Delaney Shoe _ Co., 
manufacturers, incorporated with au- 
thorized capital of $100,000. 

Worcester, Mass.—Hyman Salvage (49 
Coral Street), wholesale shoes, re- 
cently commenced business. 

Detroit, Mich.—Broudy & Lightman, shoes, 
Abe Broudy retires. 

Stark & Zellman, shoes, succeeded 
by Stark & Gold. 

New York—The Rosen Shoe Co. has been 
incorporated with a capital of $5,000 
to deal in footwear. The incorpora- 

R. Weinberg, S. Rosen 
and W. Bakoff. 

Brooklyn, N. Y¥.—The Community Shoe 
Mfg. Co. has been incorporated with 
a capital of $30,000 to manufacture 
footwear. The incorporators are S. 
Bellomo, L. J. Artale and E. Snyder. 

Cleveland, Ohio—Faflick Shoe Co., shoe 
manufacturers, incorporated with au- 
thorized capital of $50,000. 

Greensburg, Pa.—Berman Bros., shoes, 
etc., succeeded by Charles Berman. 

Stevens Point, Wis.—Alex Ringness, shoes, 
etc., succeeded by Ringness Shoe Co. 

Perry, Iowa.—Stephens & Ellett, shoes, 
succeeded by Ellett & Rohrer. 

Louisville, Ky.—Levy & Shapero, shoes, 
ete., incorporated with capital of 
$50,000. 

Outlet Stores Co., shoes, bye , oe 
porated with capital of $50,0 

May held, Ky.—McElwarth & oe ag ‘shoes, 
Hy yp mmcorporated with capital of 

Stockbridge, Mich.—L. R. Tyler, shoes, 
etc., succeeded by Archie Morrison. 

Dearborn, Mich.—Stevens Clay Shoe Co., 
shoes, succeeded by Myron Stevens, 
now “Stevens Bootery.” 

Frazee, Minn.—N. Rosenbloom, shoes, etc., 
succeeded by Warner Mercantile Co. 

Laredo, Mo.—Webber & Hoggins, shoes, 
etc., closing out. 

St. Joseph, Mo.—Israel Friedberg, shoes, 
etc., succeeded by R. Friedberg. 

St. Louis, Mo.—C. E. Williams Shoe Co., 
shoes, capital increased to $75,000. 
Anselmo, Mo.—Moulton & Bass, shoes, 
etc., succeeded by W. C. Moulton. 





WANTED TO PURCHASE 




































We Buy for Cash 


Manufacturers’,  Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close outs. 

NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, 
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SHOE STORE 
CHAIRS 
SETTEES 








WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 














WANTED TO PURCHASE 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 











The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


Slow Sellers 
Surplus Stocks 


Entire Stocks 


WILL 
BUY 


FOR 
CASH 





DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no ob- 
ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or phone us. 
—, confidential. Established 


GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing. hats, furnishing 
goods, etc. Phone Canal 411 











Cash Buyers 


Of general lines of footwear. Will handle 
Stocks of any size. Business transactions 
strictly confidential. Address C498, care 
Boot and Shoe Recorder Publishing Co., 207 
South St., Boston, Mass. 








ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of. general 
lines of footwear, and will also make liberal 


cash adyances . nese us 
CANTOR & ERT, INC., 
<imedanbadaes 
653-655 Atlantic Ave. 
Opposite South Station 


ton, Mass. 








Metal Shoe 
Fitting Stools 


and 





Floor Mirrors 


Write for Catalog and Prices 


THE CHICAGO 
WIRE CHAIR CO. 


621 N. LA SALLE STREET 
CHICAGO, ILL. 











MYER 





Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 

Send for cata- 
log giving ful? 
description 
and prices. 


A 
THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago, III. 


CUSHION 
TIRE 






















% Insure perfect shelf conion for 
any line of oe pa or 
tread steps, properly spaced, 
convenient full length handholds 
on both sides of ladder permit 
mounting or descending with ease. 
Both hands free to remove or re- 
-_ stock without of 
Cushioned Tired Trolley 
ruck Wheels eliminate noise 
= prevent vibration. Erection 
as simple as A, C. Utilize 
small space. Make top shelves 
safely available for stock purposes One 
style—neat of design— nicely finshed— 
i . Thousands 































No matter what policy you may pursue 
in selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 

cents. For other “Want” advertisements, 
Bes word for each insertion. Minimum amount accepted, 
1.25. 





“Recorder” rates for space less than one-eighth te sg 
page per issue: 
Space 1i1time 7times 13times 26times 52 times 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 
2 in... 10.00 8.00 7.00 6.00 5.00 
3 in... 15.00 12.00 10.50 9.00 7.50 
4 in... 20.00 16.00 14.00 12.00 10.00 


Ads under this headin 
noon, Wednesday. When 
to come in care of this office, twelve words must be 
allowed in each advertisement for 
tisers desire replies forwarded direct to their address, 
each word of the address must be counted in the adver- 
tisement and paid for accordingly. Answers to ads must 
be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


seven cents 
will be received up to 





vertisers desire answers 


address, When adver- 





SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SALESMAN—To take high-grade line of 
men’s and women’s welts on strict 
commission basis. No drawing account. 
Wonderful opportunity for right man with 
a following. State particulars. Address 
K-415, care Boot and Shoe Recorder, 127 
Duane St., New York City. 





SALESMAN—To cover New York City 
and vicinity with high-grade line of 
ladies’ welts on strict commission basis. 
No drawing account. Excellent opportu- 
nity for right man. Give full particulars. 
Address K-416, care Boot and Shoe Re- 
corder, 127 Duane St., New York City. 





Salesmen in all territories to handle 
popular priced line of Infants’ and 
Children’s Square-edge turns, sizes 1 
to 8. Stock proposition. One day ser- 
vice. Commission, 6 per cent. Address 
C-470, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











SALESMEN calling on retail shoe stores 

to carry as side line up-to-date arch 
support. Liberal commission, Territory 
given and protected. Address C-529, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





W ANTED—Work Shoe Salesman. Mil- 
waukee Work Shoes. Established. 
Business: Illinois, Indiana, Kentucky, 
Minnesota. Straight 6% commission 
basis. Steven Strong Shoe Company, 
Milwaukee, Wis. 





S ALESMAN WANTED—A concern mak- 
ing a line of children’s Patent Lea. 
Mary Janes turn shoes, wishes a sales- 
man to carry this as side line; good 
proposition. Address P. & J. Shoe Com- 
pany, 1 Albert St., Haverhill, Mass. 





WANTED—Salesman covering South- 

eastern territory to call on Shoe 
Stores and Shoe Repairers to represent 
a Southern Findings House as a side line. 
Liberal commission. Address C-541, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED — Salesmen with established 
trade to carry a side line of Western 
made Infants’, Children’s and Misses’ 
popular priced, dependable Goodyear 
Welt and Stitchdown shoes in following 
territories: Michigan, Kentucky, Virginia, 


Iowa, Colorado, New Mexico, Ohio, 
Arizona. Write immediately. Ozark Shoe 
Company, Manufacturers, Webb City, 


Missouri. 





EW YORK store moving into larger 

quarters needs several retail shoe 
salesmen. Only those accustomed to 
high class trade and goods need apply. 
Address K-427, care Boot & Shoe Re- 
corder, 127 Duane St., New York. 





WANTED—A high grade salesman who 
makes the large Cities of the Middle- 
west and North, to carry as a side line 
a dependable medium priced line of In- 
fants’, Children’s and Misses’ Goodyear 


Welt and Stitchdown Shoes, 7% com- 
mission. Reply immediately. Ozark Shoe 
Company, 
Missouri. 


Manufacturers, Webb City, 


SALESMEN wanted to carry side line of 

children’s McKays and Turns‘in stock, 
sizes 1% to 11, for New York State, Ohio 
and Michigan. G. M. Shoe Mfg. Co., 
108-110 Duane St., New York. 





WANTED—Three Salesmen to sell a 
medium line of stitchdown shoes and 
sandals as side line for South, West and 
Middle West. wing against commis- 
sion. Address K-420, care Boot & Shoe 
Recorder, 127 Duane St., New York. 





Two high class salesmen to sell a line 

of stitchdown shoes. Must have good 
following. Good drawing account. Liberal 
commission. Address -421, care Boot 
£ oe. Recorder, 127 Duane St., New 
ork. 





BIG CALIBRE 
SHOE SALESMAN 


A large long established shoe manu- 
facturer having developed a strong 
line of Women’s medium priced Mc- 
Kay Sewed Novelty Shoes so priced 
and constructed as to make an instant 
appeal to the big buyers and large city 
trade are in the market for a man who 
can sell shoes in quantities to big 
buyers—To a man who can get results 
and who doesn’t know what an alibi 
means we will make a “‘sweet’’ propo- 
sition; “sell us” in your first letter. 
Address C-544, care Boot & Shoe Re- 
corder, Second Nat’! Bank Bidg., Cin- 
cinnati, Ohio. 











ANTED salesman for southern, middle 
west and western territories to carry 

as a side line from 1 to 5 infants’ turns 
and 4 to 8 flexible McKays; also 8% to 11 
American welts, fine shoes. This is an 
in-stock proposition. Commission given 
is 6 per cent. Address K-425, care Boot 
$ = Recorder, 127 Duane St., New 

ork. 





EXPERIENCED SALESMAN to sell 

shoes, rubbers and keds for New York 
City and Brooklyn. Address K-428, care 
Boot & Shoe Recorder, 127 Duane S&t., 
New York. ; . 





SALESMAN—One of the oldest and 
strongest financial institutions in the 
United States has an opening in its 
sales organization throughout’ the 
country for a few energetic and reliable 
men with successful selling experience. 
The men selected will be thoroughly 
trained in our business, supplied with 
leads on real, interested prospects, and 
given a genuine opportunity to earn 
what they are worth. You may pos- 
sibly solve the problem of your busi- 
ness future by answering this ad- 
vertisement. Address with full par- 
ticulars, in confidence. Career, P. O. 
Box 70, Station D., New York. 











EXCEPTIONAL OPPORTUNITY — a 

New York Concern will turn over Nev. 
Jersey Territory to a progressive sales- 
man. Applicant must be familiar with 
this territory. Give full details in firs: 
letter. Address C-542, care Boot & Sho- 
Recorder, 127 Duane St., New York City 





SALESMAN WANTED—Young man with 
experience and selling ability familia: 
with shoe - manufacturing trade ir 
Brooklyn and New York, to handle or: 
salary basis, line of long-established con- 
cern selling shoe manufacturers goods 
and findings. Excellent proposition for 
the right party. Proper references re 
quired. Address C-540, care Boot & Sho. 
Recorder, 207 South St., Boston, Mass. 





ANTED by Cincinnati high grade 
women’s factory, first c'ass man t 
take charge of sales force, wonderful op- 
portunity for a man who can produc 
results. Application confidential. The 
Robert Wise Company, successors to th: 
pa ae Shaw & Feder Co., Cincinnati 
oO. 





LINE WANTED 


W ANTED—Men’s line fine shoes to carry 
in North and South Dakota, in connec- 
tion with a non-conflicting line. Estab- 
lished trade. Address C-497, care Boot and 
epee Recorder, 207 South St., Boston. 
ass. 








LINE WANTED—I am closing out my 
business and will be ready May 15th 
for road job out of Pittsburgh for Pa. or 
Ohio. Correspondence solicited from man- 
ufacturers. Reichard, Trafford, 
Rc 





WELL-KNOWN SALESMAN, 20 years 

selling experience with women’s an: 
men’s A-1 shoes, wishes to represent 
high-grade firm which can deliver. Has 
established trade in Greater New York 
and vicinity. Commission basis. Address 
C-538, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





HAVE been traveling middle west, now 

planning to go to California, am open 
for high grade line shoes, get in touch 
with me at once. Address C-536, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





Job Lots of Shoes and Leather 


Are Sold Through the 
Recorder Want Ad Page 


7 CENTS A WORD 





Ap 
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Annual Subscription in the United States, $5.00. 


No Subscription Accepted for Less Than One Year 


vember of the Associated Business Papers, Inc. Member of the 
kuch issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


o shoes and leather; their 
Per copy, 25 cents. 
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Root Newspaper Ass’n. Member of Audit Bureau of Circulatione. 
Entered at the Post Office, NewYork, N.Y., ae second-class matter. 


Saal $10.00 
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POSITION WANTED 


MISCELLANEOUS 








CHAIN STORE MANAGER 
ae » can mana ry eagonize and carry 

ough, WAN JOB, long ex- 
per ence with big Boston houses, ex- 

ent detail nowledge of store 
i 1ting, Management, buying, sales 
promotion and display. nique ad- 
vertisement writer. Now earning 
$5450. Age 42. Married. Address 
C-537, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 











purue leisure hours prepare for busy 
lays. Interview your prospective em- 
ployees now. Rememb er: “Men chosen 
carefully work corer, My experience 
embodies: Retail ), whol e (Bos- 
ton). factory (Me.), traveling (Cuba). 
References and personality are among my 
strongest assets. Future prospects inter- 
est me more than present salary. Little 
talks often lead to big things. Let’s have 
alittie talk. Address C-517, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 


Ex! °-ERIENCED SALESMAN desires 
connection with large ‘retail store or 

manufacturer, at present employed as 
salesman and assistant buyer. Wishes to 
change at once. With present employer 
three and oe -half years. Address Shoe 
Salesman, P. O. Box No, 454, Monroe City, 
Mo. 


SHOE MAN with “pep” and ‘“‘tact” for 

busy or exclusive shop Gesires tempo- 
rary work assisting in after Easter liq- 
uidation sales or permanent connections 
with retail.or wholesale house offering 
opportunity. Address C-534, care Boot and 
ee Recorder, 207 South Street, Boston, 

ass. 


SOUTH AMERICAN SALESMAN wishes 
position. Have lived and traveled 
Peru, Chile, Argentina, Uruguay, and 
Brazil for 8 years. Personally know shoe 
mfrs. and retailers. Expert on leather 
and shoe mfg. First class reference. 
Address C-539, care Boot Shoe Re- 
corder, 207 South St., Boston, Mass. 


MISCELLANEOUS 


PROPOSALS FOR INDIAN SUPPLIES: 

Department of the Interior, Office of 
Indian Affairs. Washington, D. C., April 
8, 1921. SEALED PROPOSALS, plainly 
marked on the outside of the sealed en- 
velop®: ‘Proposal for’ Hardware’ (or 
cther class of supplies as the case may 
be) and addressed to the Commissioner 
of Indian Affairs, 310 Elm Street, St. 
Louis, Mo., will be received until 10 
o’clcck a. m. on each of the following 
dates and on the class of supplies speci- 
fied, and then opened: Hardware, June 4, 
1321; Furniture, June 1, 1921; Harness, 
Leather, ete., June 1, 1921; Tinware, 
Stoves, ete., June 4, 1921; Shoes, Over- 
shoes, ete., May 27,. 1921; Paints, Oils, 
etc., May 25, 1921; Medical Supplies, May 
27, 1921; Carbide, etc., May 25, 1921. 
Schedules covering all necessary infor- 
mation for bidders will be furnished upon 
application to the Indian Office, Washing- 
ton, D. C., or the U. S. Indian Ware- 
houses at Chicago, St. Louis and San 
Francisco. The Department reserves the 
right to reject any or all bids or any part 
of any bid, and to post tentative awards 
Promptly, subject to correction. CHAS. 
H. BU , Commissioner. 

















KNow more about your own business, 
I have the only shoe stock book on 
earth, no matter what you have it will 
pay you to get this stock book, it sim- 
plifies and condenses your stock so that 
any business, retail or who'esale, should 
have it; only $2.00 of your money; worth 
thousands to you; write to P. R. Smith, 
411 3rd St., Niagara Falls, N. Y 





NOTICE 








When sending samples for quick sale, 
be sure to attach size sheet; make 
price to interest Big Buyers. Our 
commission based on quick turn to 
large houses only. Sale made or 
samples returned in five days. United 
Footwear Association, 331-2nd Ave. 
North, Minneapolis, Minnesota. 








WANTED 


First class experienced 
factory shoe salesman 
To represent us in Washing- 
ton, Oregon and Idaho with 
our line of Men’s, Women’s 
and Boys’ High Grade Dress 
Welts. Only men _ capable 
of selling highest class shoe 
stores and department stores 

will be considered. 


J. E. TILT SHOE COMPANY 
700 Kingsbury Street 


Chicago Illinois 


» Bank Bldg. . © 














WANTED TO PURCHASE 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway New York City 
Phone Spring 5160-5161-5162 











PUBLISHBD WEEKLY IN THE INTPREST 
F THD RETAIL SHOW MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G, PHILLIPS, President 
EVERIT B. TERHUNE -Treas. and Gen’l Mgr. 
per Ww. R. HILL, 1st _Vice-President 
H. TER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 


ro D. ANDERSON, Editor 
E. C. LOGA 
N OWEN A. THOMAS 
Associate Editors 


M. HANBY 





PUBLISHERS’ NOTICD 
aaa ey subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
advance, which includes postage in the 
United States, Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The price 
-- 4 Canada is $6.00 a year, including post- 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries meee. | = above is $10.00 
per rae, as posta 


All re are payenie in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 


for Wants, for Sales, etc., see Want Page. 





OFFICES IN 

BOSTON OFFICE: 207 South Street. 
Editorial and Subscription Corres- 
pondence should be addressed to 
the Boston Office. 

BROCKTON OFFICD: 224 Moraine St. 
W. R Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFIOB: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI Coyne: 


Geo. 


810 Second National 
Bowen, Manager. 
Telephone Main 655. 

ROCHESTER _ OFFICE: 609 Powers Bidg. 
Rossiter L. Seward, Western New York 
Representative. Telephone Stone 6314 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICB: William L. Daley, 
816 Fifteenth Street, 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. 

LONDON OFFICD: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8S. W. 1, Bngland. 

AUSTRALIAN OFFICB: 480 Lit. Collins St., 
Melbourne. . G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salz- 
man, Manager, Wasagasse 2, Vienna, Aus 

ARGBENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fahrimann, Gerente. 

oma: Mr. H. Gomez, Corrales, 2A, Havana, 

'uba. 


SPAIN: Gerente, Leoncio de teens 
Librero Editor, 20 Fuencarral, Madri 

MBPXICO: Gerente, Jose Barro, ix 5 De 
Mayo 27, Mexico, D. F. 

JAPANESE OFFICB: 
Wagen, Manager. 


Yokohama. J. F. 
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Elam, F. S., Shoe Co., Rochester, N. Y... 87 


Ellis-Eddy Co., Haverhill, Mass.......... 65 

Essex Slipper Co., Hayerhill, Mass...... - 84 

Felstiner-O’Connell Shoe Co., Inc., Haver- 
hill, Mass. ...ccesccceccccccecescscece 83 


Fern Shoe Co., The, Newburyport, Mass.. 83 
Fern & Poor Co., Inc., Newburyport, Mass. 83 


Field & Flint Co., Brockton, Mass....... 59 
Florsheim Shoe Co., Chicago, Ill.......... 2 
Ford, C. P., & Co., Rochester, N. Y...... 62 
Fox, Inc., Chas. K., Haverhill, Mass...... 1 
Freeland, H. H., Rochester, N. Y.......- 110 


French, Shriner & Urner Co., Boston.... 80 
Goodger-Milow Shoe Co., Inc., Rochester, 

WE, Ge ccccccnceccccesccevscedcoscocece 91 
Goodger, W. C., Rochester, N. Y.........- 87 
Goodrich, Hazen B., Co., Haverhill, Mass. 106 
Hannahsons Shoe Co., Haverhill, Mass. .64, 100 
Harney-Tracy-Crehan Co., Lynn, Mass... 102 
Harrisburg Shoe Mfg. Co., Harrisburg, Pa. 63 
Harrison-Lockwood Co., Haverhill, Mass.. 83 
Hoyt, F. M., Shoe Co., Manchester, N. H.. 107 
Jacques & Clement Co., Haverhill, Mass.. 102 
Johnson Bros. Shoe Co., Hallowell, Me.... 20 


Johnston & Murphy, New York City...... 85 
Joy, Clark & Nier Co., Rochester, N. Y... 111 
Julian & Kokenge Co., Cincinnati, O..... 74 
Kahn, Edw. E., Co., Brooklyn, N. Y...... 84 
Keith, Preston B., Shoe Co., Brockton, 
BRAGS. co cccccccccccctcccscccccovcccescs 60 
Knights-Allen Co., Inc., Haverhill,-Mass.. 104 
Kreider, A. S., Shoe Co........05-e-eeeee 29 


La Crosse Boot and Shoe Mfg. Co., La 
86 


Crosse, Wis. ......cccececcecsecevccecs 


Lilly, Henry, New York City............. 84 
Lindner Shoe Co., Carlisle, Pa........... 61 
Lund-Mauldin Co., St. Louis, Mo......... 28 
Lunn, John D., Shoe Co., Monmouth, Me. 82 
Lynch Shoe Co., Lynn, Mass............-. 83 
Maid-Rite Felt Slipper Co., Brooklyn, N. Y. 83 
Marion Shoe Co., Marion, Ind............ 5 
Marshall, C. S., Co., Brockton, Mass...... 18 


Marston & Brooks Shoe Co., Hallowell, Me. 65 
Marston & Tapley Co., Danvers, Mass. ..72, 86 


Martin, A. H., Co., Rochester, N. Y....... 87 
Nettleton, A. E., Syracuse, N. Y.......... 85 
Newcomb-Anderson Shoe Co., Rochester.. 87 
Novelty Shoe Co., Chicago............... 78 
Nu Baby Shoe Co., E. Lynn, Mass........ 87 
Ogden Shoe Co., Milwaukee, Wis......... 21 
Olenick, I., New York City............... 113 


Packard, M. A., Co., Brockton, Mass... .64, 85 
Pennington-Crowell Shoe Co., Manchester, 


errr: yas Oe Dy Perr 7 
Phillips-Cram Corp., Haverhill, Mass..... 83 
Pinsker, J.. New York City.............. 86 
Puritan Shoe Co., Inc., New York City... 93 
Racine Shoe Co., Racine, Wis......... 3d Cover 
Ramsey, E. J., Co., Brooklyn, N. Y...... 67 
CE So vesaccnsecbactansccesas 86 
Regal Shee Ce., Boston................. 56, 57 
Rialto Shoe Co., Lynn, Mass............. 92 
Rice & Hutchins, Inc., Boston........... 32 
Riemer, A. H., Co., Milwaukee, Wis...... 86 
Riley Shoe Mfg. Co., Columbus, Ohio..... 109 
Rosenberg, S., & Son, Boston............. 23 
Salem Shoe Co., Salem, N. H............. 82 
Sargent, Donn D., Salem, Mass.......... 31 
Silver Shoe Co., Haverhill, Mass......... 82 
Smith, Wm. Sumner, Chicago............ 89 
Stacy-Adams Co., Brockton, Mass........ 85 
Stanworth Shoemakers, Marion, Ind...... 15 
Stetson Shoe Co., So. Weymouth, Mass.... 86 
Stone, K. M., Importing Co., New York 

Wh BAdbs64cidndekesncbsctadscaoniveus 84 
Strohbeck, Chas. W., Inc., Brooklyn, N. Y. 84 
Surplus Property Div., U. 8S. Govt........ 68-69 
Tessier & Bowdoin, Haverhill, Mass....... 84 
Thompson Bros. Shoe Co., Brockton, Mass.9, 85 
Thomson-Crooker Shoe Co., Boston....... 13 
Tober-Saifer Shoe Co., St. Louis, Mo..... 24-25 
Triangle Shoe Mfg. Co., Brooklyn, N. Y.. 96 
Turner, J. S., Mfg. Co., Lowell, Mass..... 102 


United States Rubber Co., New York City 
Front Cover, 70 

Weber Bros. Shoe Co., No. Adams, Mass.. 24 

Westcott-Whitmore Co., Syracuse, N. Y.. 82 


Whitman & Keith, Brockton, Mass........ 85 
Witherell, E. A. & M. C., Co., Haverhill, 
BS. 606.56 006450050060b babes edeensie 83 


Wright, E. T., & Co., Inc., Rockland, Mass. 65 


FINDINGS AND SHOE STORE SUPPLIES 


Bicycle Step Ladder Co., Chicago......... 113 
Browning, C. A., Co., Boston.......... 108-109 
Chicago Wire Chair Co., Chicago........ 113 
Coultas Co., D. W.; Providence, R. I..... 90 


Decorators Supply Co., Chicago, Ill....... 11 

Doty & Scrimgeour Sales Co., New York 
DET tin aceulay aes Veeisekiccdstakddness 88 

Elastic Tip Company, Boston............ 91 


Emery & Beers Co., Inc., New York City.. 16 
Fashion Ornament Co., Brooklyn, N. Y... 90 
Federal Arch Lift & Mfg. Co., Boston.... 110 


Gilbert, E. T., Co., Rochester, N. Y...... 62 
Hymes, H. L., Co., New York City....... lll 
& G. 2S. & Coe., Beste. ....ccoceceses. 91 
Laing, Harrar & Chamberlin, Philadelphia 93 
Lyons, Hugh, Co., Lansing, Mich......... 66 
‘MacNeil Co., The, Lynn, Mass........... 102 
Martine, M. B., Co., New York City...... 90 
Myers, F. E., & Bros., Ashland, Ohio.... 113 
North & Judd Mfg. Co., New Britain, Conn. 108 
Onken, Oscar, Co., Cincinnati, Ohio...... 113 


Parisian Beading Works Co., Philadelphia 38 
Tweedie Boot Top Co., St. Louis, Mo. .2d Cover 
Vanity Novelty Works, The, Brooklyn, N. Y. 90 
Whitcher, Frank W., Co., Boston......... 106 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Armstrong Cork Co., Lancaster, Pa....... 103 
Brockton Rand Co., Brockton, Mass...... 19 
See Tr Gre os eee Sesiicccesccenss. 98 
Griffin Mfg. Co., Inc., New York City.... 66 
Lagomarsino, P. J., & Co., Phila., Pa..... 93 


Meyer, J. C., Thread Co., Lowell, Mass... 88 


United Shoe Machinery Corp., Boston 
60, 101, 104 


Wiechman Pattern Co., Cincinnati, Ohio.. 96 


LEATHER AND OTHER MATERIALS 


Beggs & Cobb, Inc., Boston.............. 88 
Chamberlain, B. F., Boston.............. 88 
Creese & Cook Co., Boston.............. 10, 88 
Einstein, J., Inc., New York City........ 22 
Gallun, A. F., & Sons, Milwaukee, Wis... § 
Green & Hickey Leather Co., Boston...... 27 
Hub Gore, Boston and New York City... 103 
Semen Gow Ba. Bap Beebith. oon sciccccccccs. 88 
Kistler, Lesh Leather Co., Boston........ 112 
Lawrence, A. C., Leather Co., Boston..... 6 
Levor, G., & Co., Inc., Gloversville, N. Y.. 58 
Standard Kid Co., The, Boston........... 3 
Tanners Cut Sole Co., Boston............ 102 
U. S. Leather Co., New York City........ 12 
MISCELLANEOUS 

Atlantic Printing Co., Boston........... 89 
Brooklyn Purchasing Syndicate, Brooklyn, 

is Wa! Shes ca pe deeeseess Sade cseees 113 
Cantor & Wolpert Co., Boston............ 113 
D’Avesne Translation Bureau, Boston.... 112 
First National Bank of Boston........... 100 
Glauberg & Co., New York City......... 113 
Grover, Nelson H., Boston............... 91 
Hooper Printing Co., Boston............. 89 
Kalter Cerf. Mere. Co., Max, New York 

PRE eee pe een Fe 113 


Kelly, F. B., Co., Inc., Rochester, N. Y.... 91 
New York Export Purchasing Corporation, 


Be Wee I 5 dh do edhbiseccdcuced.. 113 
WiewE Te, Fe Ge, TCO. concer cocccccse 91 
Tolman Print, Brockton, Mass........... 89 
University Electrotype Foundry, Cam- 

Pe Pee PUTT TTT Pee TT eT 89 
Van Praag Co., New York City........... 113 
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| Stock Style X1930 


Stock Style X1900 


Patent Colt, 
Hand Turn, Full 











Patent Colt, 
Hand Turn, Full 


Gun Metal, 
Goodyear Welt, 
11/8 Heel, Sizes 
24 to 8, C, D, 


Price $3.60 


"Me. 


Stock Style X2438 


Louis eel, Fine Dull Kid, 
Sizes 2% to 8, Hand Turn, Full 
A, B,C, BD. =S u *. — 
P izes to 8, 
XI931,, Same AA, A, B, C, D. 

in Dull Kid Price $3.50 
X1945. Same 


Louis Heel, 
Sizes 2% to 8, Hand Turn, Full 
AA, A, B, C, D. Louis Heel, 
Price $3.50 ae 2 to 7, 
Price $4.20 


OIHAOnN’KO 





in Brown Vici. 


Stock Style X1943 


Patent Colt, 
Silver Buckle, 


Stock Style X1902 


Black Vici, 
Goodyear Welt, 
11/8 Heel, Sizes 
2% to 8, B, C, 
D, E 


Price $4.60 


Stock Style X563 





a 


At the prices we quote, these lowcuts offer a 


pleasing profit margin 











Of course these are only a few 
taken at random from our im- 
mense stock comprising prac- 
tically everything of a seasonable 
nature. 


Have you a copy of our latest 
catalog? 

We know you will find it of great 
assistance. 


Why not write for a copy? 








‘ BOSTON 


*“‘The House That Helps’’ 






















































MASS. 
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Jardy Chk symbolizes lhe 
r wl of he house of 


Se BF 


Announcing Removal 
to Our New Home May Ist 
—Our 80th Anniversary 
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Where more modern and larger 


cheese Clark quarters will enable us to better 
EFL care for your requirements. bs 


ZOR 
2 VS 


» 
The House of Clark (2497) Y/Y Qe ye 22. 
For eighty years this con- Ap ity oh eee ». Raiser = ae 
cern has continually, and yn ee _—_ ee ae ; 
with constantly increasing Ci od oe | r _ 
vigor, conscientiously 
served the mercantile in- 
terests of the middle west. 
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Good values and fair deal- 
ings, coupled with intelli- 
gent appreciation of your 
business, will continue to 
be the paramount factors 
in our trade relations. 
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SHOES , LEATHER-FINDINGS , x 
Seint Louis ,V. S.A. 
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[t Never Happened Before 


Please Help Us Preveni it 
Next Season 


Never before in the history of 
Dept. 5 have we had so many de- 
mands for immediate service as 
in the present season. 


Abnormal conditions influenced 
many to delay placing Spring 
orders in advance. 


When they all came in a bunch 
Dept. 5 was swamped, and we 
were obliged to hand out our “No 
Shipment Until June lst” sign. 


We hope Stetson dealers and 
those who are planning to carry 
Stetsons next Fall will help us to 
supply you all without trouble in 
the coming season. 
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' There need no longer be any 
hesitancy on the part of any re- 
tailer as to placing his prelimi- 
nary Fall order for Stetsons. 
Conditions of material supply 
are as favorable as they will be. 
Leather and supplies of such 
grades as we use are at rock 
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Do not hesitate, therefore, to give 
our representatives who are now 
showing Stetsons for Fall at least 
enough preliminary orders to en- 
able us to prepare our Dept. 5 
service so that all who want Stet- 
sons next Fall may be promptly 
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THE STETSON SHOE COMPANY, Inc. 
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SOUTH WEYMOUTH (90), MASS. 


BOSTON 
- Little Bldg. 
Cor. Tremont and Boylston Sts. 
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Bush Sales Bldg. 
130 West 42nd Street 
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EVER saw anything Order 


like it—the way 
they're piling or- 


ders on us beats all our Patent Leather 


past experience. It must 
be because everybody 


has heard that 
meres MARY 


Janc.o like Lyono and 


Heroheroon “Patent i 
memes JANES 


Ca dle Yes 
WHOLESALER 


for Them 


If he hasn't got ‘em get Tun ter Ma B 
y e 


after us— 
BUT DON’T WAIT Too Late 


Lyons & Hershenson, Inc. 
Chelsea, Mass. 


Boston Salesrooms, 207 Essex Street 
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White Washable Kid 


For the Approaching Seasons 


WHITE SHOES ARE AGAIN IN VOGUE 


Easy sales, quick turnover, good profits—that’s practi- 


cally all there is to successful merchandising. 


White Kid Shoes will sell briskly, and if you have not al- 
ready ordered your complete stock or if you have not 
ordered enough of White Washable Kid Shoes, we would 


urge you to place your orders at once for immediate 


deliveries. 


Amalgamated Leather Companies, Inc. 


Formerly F. Blumenthal Co. 


WILMINGTON DELAWARE 














“The Process of Manufacture and Article Patented” 
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SCOTCH GRAIN 


a and Ball Strap effects, playing so 

prominent a part in the styles for now and 
next Fall, require a leather of a character pecu- 
liarly adapted to their correct creation. 
SCOTCH GRAIN, as Lawrence makes it, quali- 
fies unquestionably. 


Our most demanded colors in SCOTCH GRAIN 
Side Leather are: 


No. 107 CHIPPENDALE 
No. 114 MAHOGANY 
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We shall be glad to send you sample cuttings on request 


a 
) 
re] Lawrence Leathers Are Reliable Leathers 


4! 


|  A.C.Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


7 
A NEW YORK - CHICAGO - ROCHESTER 
A PHILADELPHIA 

fh CINCINNATI 

* ST. LOUIS 
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Delphine Pattern-Fonda Last | 
Upham Bros. Shoe Co., Stoughton.Mass. _ = 


COSTUME BY FLAMBEAU SHOPS 
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WHAT IS VALUE? 


Webster’s Dictionary defines “Value” as:—“The property or aggregate proper- 
ties of a thing which render it useful”—‘“Useful” is defined as:—“Full of use: 


Serviceable.” There is but one conclusion. 


VALUEIS SERVICE 


N considering the value of any com- 

modity, the final appraisal must de- 

pend upon the amount of service a thing 
will give. 


Nothing man uses is so absolutely dedi-. 


cated to service as are shoes. Much may 
be required in the matter of appearance, 
but in the “final analysis” they are bought 
from just one motive, and with one ex- 
pectation: viz:—the obtaining of service. 


If a shoe is useful it is so only by virtue of 
its “aggregate properties.” It cannot de- 


liver full value if any one of these is in-‘ 


ferior in service-giving qualities: while 
some of them are of supreme importance: 
vital factors in the delivery of satisfactory 
service. 


Among these none is quite as important 


as the lining, for the simple reason that of 
all parts (with the single exception of the 
outer-sole) it receives the hardest treat- 
ment, and it is the one part which ean 
neither be replaced nor repaired, so that 
the value of a shoe does depend in large 
measure upon the wear-resisting character 
of this piece of cloth. 


Strangely enough few men seem to have 
realized the importance of this element, 
and fewer still have any conception of 
what constitutes a good shoe-lining. 


As a matter of fact no ordinary cloth 
can qualify for this purpose. There must 
be special qualifications which fit it to the 
purpose. 


This done, however, Service is obtained 
and Value is given. 





BETTER LININGS 





SHOE LINING — 
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Right Construction 
Produces 
Maximum Efficiency 


FOR SHOE LININGS 
USE CLOTHS WHICH ARE 
MADE TO BE SHOE LININGS 


“FITNESS TO PURPOSE” 
IS THE TRUEST GAUGE 
FOR MEASURING VALUE 


Having assumed the role of Shoe Lining Merchants, it has seemed to us that we became responsible for the 
production of Shoe Lining Values, according to the foregoing interpretation of the expression; and not 
merely distributors of yards or pounds of cloth, regardless of its adaptability to the use to which it is to be put. 


That we have-accomplished this in the production of the above-named cloths there is ample proof. 
“Doubletwill” Lining—Best for Best Shoes. 
“Wear Well” Linings—Right for All Grades of Shoes. 
“Twindrill’” Lining—Perfect for Intermediate Shoes. 


The unassailable logic of our methods of construction, as well as the truthfulness of our expression— 
“Better Linings for Less Money” means Value if it means anything. 


DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W.H.HOLBROOK CO. 
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‘Decidedly Thompson” 


STOCK STYLES 


Are tt: 


<< 


8-638 
Gallun’s 26 Russ. Calf Ox- 
ford. Wing Tip. Van Dyke 
Last. Code Word, Natty. 


Price $7.50 


° oe Pee o* 
SS 


S-640 
Brown Cordovan Oxford. 
Wing Tip. Van Dyke Last. 
Code Word, New. 


Price $8.50 


S-632 
Gallun’s 26 Russ. Calf Ox- 
ford. Wingfoot Rubber 
Heel. Van Dyke Last. 
Code Word, Newest. 


Price $7.00 


S-630 
Brown Cordovan Oxford. 
Heavy Single Sole. Thomp- 
sons’ famous Cordovan. 
Admiral Last. Code Word, 


Nat. 
Price $8.00 


Send for Stock Style Catalogue. Seventeen 
Men’s and Women’s Models illustrated 


es BROS .SHOE (0 


FINE SHOEMAKERS 


BROCKTON 


MASS. 
U.S.A 


NEW YORK BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 


Address all communications to Brockton (Campello), Mass. 
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Flat White 


and 


Glazed White 


G.LEVOR € CO. In<. 


TANNERS OF CABRETTA/ 


NEW YORK GLOVERSVILLE.WY. 
BOSTON - MILWAUKEE ST.LOUIS 
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A Ball Strap Oxford 
that is a Sales 
- Producer 


In Stock 


Now on the floor for delivery 














B52—Full grain Coco Brown Calf 
Skin. Imitation Ball Strap Pattern. 


Medium Last, $ Rubber Heel. Full 
Leather quarter lining. Overweight 
Rock Oak Sole. Grain Innersole. 


Wire or mail orders shipped 





s-sss=ntine | DAVIES SHOE MFG. CO. 


customers in prompt 


shipments. RACINE, WISCONSIN 
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IN-STOCK 
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UEEN Quality In-Stock Serv- 
ice cannot be measured or 
judged by any other In-Stock 
proposition you ever came in con- 
tact with. Therefore it should be 
judged by what it has done and is 
doing for others. 


Queen Quality In-Stock Service 
specializes on the complete filling 
of orders from the representative 
stocks constantly carried at Bos- 
ton, New York and Chicago. 
Orders sent to each of these points 
are filled the same day as received. 
That’s a rule of our service. 


This kind of In-Stock Service 
gives you a big and live “reserve 
stock”” in three convenient ship- 
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ping centres—and behind it all are 
the facilities of the skilled Queen 
Quality organization designing 
and making women’s shoes exclu- 
sively, constantly adding the new- 
est creations to insure immediate 
response to your demand for Style 
—plus Quality—plus Value. 


Think of planning the styles and 
quantities for a department like 
this, carrying representative stocks 
of Queen Quality styles at Boston, 
New York and Chicago, serving 
every section of the country! Over 
a quarter-century of study and na- 
tional experience has enabled us 
to maintain such a stock and in- 
sure its being style-right for all— 
always. 
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Your Stock PLCCHL 
our Daa 


The point we wish to impress 
upon you is that with Queen 
Quality In-Stock Service at your 
back you can actually do Thirty 
to Fifty Per Cent MORE business 
annually on a relatively smaller 
annual investment. Primarily it 
is a merchandising service that 
gives you one or more additional 
“turnovers” by reason of its con- 
stant availability, variety, volume, 
speed, economy, and efficiency. 


Weare not claiming these things 
without complete proof of what 
this In-Stock service is doing for 
Queen Quality agencies. With 
the active cooperation of the 
Queen Quality Organization re- 
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REG. U.S. PAT OFF. TG.P CO 


SSIOLS 


~ flected in Factory, In-Stock, Ad- 


vertising and Personal Service, 
you, too, can exert maximum sales- 
influence upon the greatest buy- 
ing-power in the world—the 
American woman. 


Perhaps you are considering— 
right now—joining forces with an 
In-Stock Service of such reality as 
ours. Why not write us, then, as 
to what Queen Quality has done 
and is doing for other retail shoe 
merchants? 


Thomas G. Plant Company 
Boston 20, Mass. 


New York: 125 Duane Street 
Chicago: 207 West Monroe Street 
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OWADAYS it is becoming some- 

what easier to find the retail shoe 
dealers who are constitutionally enter- 
prising. 


We see the signs of their enterprise re- 
flected in the character of the shoe orders 
they send us, and particularly in the 
correspondence that accompanies or 
precedes those orders. 


By comparison with three months ago 
the orders and messages coming to 
Lynn’s shoe manufacturers from their 
many customers reveal a recovery of 
former business activity that is almost 
as remarkable as it is pleasing. 


ALLEN, GOLLER, LEIGHTON Co. BARTLETT-SOMERS Co. 
BURDETT SHOE Co. COTTER SHOE Co. 
A. FISHER & SON GREGORY & READ Co. 











Rc, FINE 
Sid vs 


< 
HIGHEST oa AND TURNS ~79 


GRADE HENNESSEY on 
_ MAXWELL & . H RICK 
WHITE BUCK WELTS 


° 
HE N NE 5 5 EYS % ESTABLISHED 1865 for GROWING GIRLS. 
CS 4 MISSES end 
CHILDREN 
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P. J. 
HARNEY 
SHOE CO. 





These dealers are both consciously 
and unconsciously spreading a spirit of 
renewed courage and anticipation that 
shows how far along the road toward 
normal business the Industry has at last 
arrived! 


Lynn’s great business in high-grade 
shoes for women and children and slip- 
pers for men is sharing bountifully in the 
renewal of commercial liveliness. Our 
collective activity is a real pulse of the 
Industry, and nowadays it is throbbing 
briskly. ; 


P. J. HARNEY SHOE Co. HENNESSEY, MAXWELL & HENNESSEY 
G. W. HERRICK SHOE Co. T. J. KIELY & COMPANY 
WATSON SHOE COMPANY WILLIAMS, CLARK & Co. 


BURDETT SHOE CO 


Mailers o 
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IN STOCK 


Gardiner’s line of Quality Com- 
forts is a complete one—carried 402—KID STOCK TIP OXFORD, 12-8 Cats- 

201—KID OXFORD, gray quarter and sock : : Paw rubber heel, A to E, 40 last $3.2) 

lining, 12-8. Cat’s-Paw rubber heel, A to B, in stock im oxfords, straps and 406—Same as above, in lower grade... 

20 last $3.25 sandals, high cuts and juliets. 


20G—Same as above, in lower grade. ..$2. Twenty-six styles in all. 


Every care is taken—each pat- 
tern specially designed to fit the 
last it is made on. All uppers 
are of kid, all soles of best wear- 
ing leather obtainable. 





Send for complete catalog, or better 
still, a trial order on the shoes shown 
here. 


H. K. GARDINER CO. 


202—KID TWO STRAP SANDAL, medium Please Address All Mail to the Factory at 7 : ; 
narrow toe, press vamp and quarter, gray quar- Lynn 203—KID ONE STRAP SANDAL, medium 
ter and sock lining, 12-8 rubber heel, A, B, narrow toe, press vamp and quarter, gray quar- 
C and D, 20 last $2.85 Factory: Boston Sample Room, ter and sock lining, 12-8 rubber heel, A, B 
4 * 680 Washington St. Room 407, © and D, 20 last 2.7 
272—Same as above, in lower grade.. .82.25 Lynn, Mass. 183 Essex St. 
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Are selling just as we expected 


oy 


perc C 


Tee a ool elcercycy 





If you see shoes made of this 
leather you will want some. 


We are wide awake. 


eo eee elle ele 


C. D. KEPNER LEATHER CO 


139 South St., Boston, Mass 223 W. Lake St., Chicago, Ill 
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y* A kew of the Many Winners We Have /toduced This cing 


Hf you would keep in step with fashion- Get in touch with Watson 


WATSON SHOE CO. Yjan.Mass. 
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The Beauty of the Toe 


—Preserve it with a— 


VULCO-UNIT 
Box TOE 


Sold only by 


BECKWITH MANUFACTURING CO. 


108 Lincoln Street, Boston, Mass. 


AGENTS 


G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER CO. 


Chicago, Ill. St. Louis, Mo. Cincinnati, Ohio 
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Sell Your Community 


Through Its Children! 


Put your children’s department on a 
quality basis that produces steady repeat 
sales. 


The quality that brings the mothers of 
your community back to buy children’s 
shoes again, will induce them to buy their 
own shoes from you as well. 


The Sinbac Helthy-Fut Line for young 
folks of all ages sells on quality and repeats 
on merit. It has withstood the test of 50 
seasons—and is steadily growing in popu- 
larity. 


Why not cash in on this popularity, 
quality and steady sale? 


A postal brings our latest oun. 
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THREE STANDARDIZED STYLES IN STOCK 


IN CASE LOTS 


3 STRICTLY 
DRESS SHOES 
IN STOCK 


Widths AA to E. Sizes 5 to 12. 


Dress shoes, in a class by them- 
selves, at the price. Full Grain 
Russia Calf. Quality Shoemaking. 
Fine fitting combination lasts. 
Guaranteed to please you. 














CONSTRUCTION 
No. 3 urrers dull Sporn Ruso. Cf 
English Last. 
Wiathe ‘AA “ts outsoze Oak Goud 
Round Toe. In 


13. 
In Case Lots Ook Ch ° . Widths 
, INSOLE ~€ “ep eo 
5 to 12. 


$4.60 


COUNTER Sole Loathnr, in — 
sox tor dole Sather 
wee, Tubb - Srade A 


STANWORI 
sr AN WOR 


SHOEMAKERS 1. | a 
MARION, INDIANA —_ 
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M-C MCKAY 


are 
powerful 
business 
pullers! 


Our production sheets vouch for such a statement. Surely the great in- 


flux of orders is actuated by M-C salability. 

M-C McKays hit feminine fancy just right. No woman can refrain from 
buying them once she has felt their appeal. Her purchase will be has- 
tened when you quote the moderate price. 


You cannot afford to be without a medium-priced assortment of McKays. 
M-C McKays are correctly keyed to the trend of style. They are the 
logical choice of merchants who care to secure the patronage of women 


willing to pay moderate prices. 


MITCHELL-CAUNT CO. 


Factories—LYNN, MASS. Boston Office—72 LINCOLN ST. 



































+5 HALEN ALATA 
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The Florsheim 
**Rialto”’ 


Brown English grain 
brogue — soft box toe 
—sewed heel seat. In 


stock—$7.40. 
Style SB-16 








he please is the selling factor to-day. Florsheim timely 
styles are carried in a variety of shapes and pat- 
terns that take care of the last minute requirements 
of the store that aims to be up with the times. 





Florsheim up to the minute styles at to-day’s prices 
offer one store in each community an opportunity 


for extra business. 








Stock book mailed on request to dealers in 
cities where we are not already represented 








Less than three pairs of a style from sock, 200 per pair extra 


THE FLORSHEIM SHOE COMPANY 


Adams and Clinton Streets - Chicago, Illinois 
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D° not delude your- 
self into thinking 
that it’s sufficient to 
say ‘make that style in 
kid.”’ 


Say SCHERER’S and 
you ll get shoes that 
wear a quality badge. 
All the years of experi- 
ence and experiment 
which we have spent 
on SCHERER'’S kid 


make a real difference. 


Insist on SCHERER’S. 


Our Most Demanded Colors 
SEA GULL GREY No. 23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 
HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 
WINE No. 6 


Oscar Scherer & Bro., J nc. 


29 SPRUCE:STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 
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CHERER'S 


ae 


“Makes Better Shoes 
Still Better’ 















































BOOT AND SHOE RECORDER 


| 


| 









































Uy 
| | 























Dark Tan Side 
No. 6 Bal 
Envoy Last 

No. 2 Ball Strap 
Flange Heel 

% Wingfoot 




















EBER SHOES sare 
made to meet our 
established quality stand- 
ards—never to meet a price. 


In other words, 
building union made shoes 
to retail at $5 to $9 that 
represent fullest value for 


z ' ' 


~~ 


vi Vi Ht i 
h iw a Ih . 10% , 
Ils My i i Hh ii nN 


we are 
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Style No. 644 
Black Kid Blucher Oxford on No. 
257 Last. Medium, Plain Toe with 
Box, Turn Sole. 1%-inch Heel with 
agg Top. 
Made of finer Kid with Leather 
Quarter Lining and Sole Lining. 
Price $4.85 
B to E in Stock 


Style No. 251 
Black Kid Marshall Tie on No, 377 
Last. Plain, Round Toe with Box, 
Turn Sole, 1-inch Heel. 


A comfortable, serviceable house shoe 





of attractive design. 
Price $2.75 
B to E in Stock 


Style No. 209 
Black Kid Oxford on No. 17 Last. 
Plain, Wide, Round Toe, Turn Sole, 
%-inch Heel. 


The standard comfort Oxford. 
Price 84.00 
B to EE in Stock 


J. J. Grover’s Sons Co. 


Soft Shoes for Tender Feet 


LYNN, MASS. 





BOSTON 
80 Boylston St., Little Bldg. 


NEW YORK 








| 47 West 34th St. 
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IMMEDIATE 
DELIVERY 





SULT TITITITITITIrirititititit itll i iy 
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Patent Leather Mary Jane— 
McKay 

6100—11% 

6101—8% to 

6102—5 to 8 

7051—1 to 5 


JSURGRRESESESEREEEEEE! 


i 


8% to 11 run also in 
stock in spring heels 


} 








DOr 


Lili 


Instep Strap, Patent Leather 
—Turn 


7031—1 to 5 “ 
Instep Strap, Patent Leather 
McKay 


LEP E TTT 


6160—11% to 2 Roman Sandal, Patent 
G161—8% to 11 e Leather—Turn 
6163—5 to 8 2.00 6900—4 to 8 

6901—1 to 5 


To 


i 


anena 


COO Tr 


T 


The shoes illustrated here are now ready for delivery. 
Merchants who placed their orders early are equipped 
to catch the first run of summer customers. There is 
still time, however, for many more merchants to take 


advantage of the 3W’s LENOX SHOES in Stock Service. 
Mail your order today! 


Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. - : PHILADELPHIA 
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“Margie” 


One Strap 






A welt shoe, made of white “Eve Cloth.” 
Has white calf tip, ball strap and strap. 
White ivory welt. 14/8 leather Cuban 
heel. On our 75 last. 








BOW PUMP ONE STRAP 


TWO TURN STYLES FOR WOMEN, MADE IN OUR KINGSTON FACTORY 


Emery & Marshall Co. 


Haverhill, Mass. 


CHARLES L. MARKS WARREN H. TUCKER 

Eastern City Trade and In New England 

Southern Territory with J. B. LAUGHLIN Office at 183 Essex St., Boston 
New York Throughout the Middle West 


LARRIE H. SASS 


1008 Marbridge Building Ou the Pacific Const 
e Pacific Coas 






































April 30, 1921 BOOT AND SHOE RECORDER 


27 








Wonderfully 


Successful 


From the First 
Day the New 
Company has 
met with a 
Wonderful 
Reception from 
the Shoe Trade 
All Over the 


Country 





Surely we were correct in supposing that 
the trade would welcome a line of Stylish 
High Heeled McKays and Low Heeled 
Welts at Moderate Prices. 


Such a line we have produced and are now 

selling to the best trade of the entire coun- 
try. Our salesmen tell us that the trade 

pronounce our line as “Wonderful.” 


We are traveling fast and will call but once. 
If you want this line write or wire. 


The LAPE ADLER Ca. 
HI-STYLE 22x22 LO-PRICE 
COLUMBUS OHIO. 
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MEMBERS OF 
Shoe Manufacturers’ Board of Trade 


<3/ THE THRONE OF FEMININE 
- Mine 


\\ 


of NEW YORK, Inc. 


ALGIER SHOE CoO. 
125 Broadway 
BROOKLYN 
JULIUS ALTSCHUL 
220 Varet Street 
BROOKLYN 
AMERICAN SHOE CO. 
166 Livingston Street 
BROOKLYN 
GEORGE W. BAKER SHOE Co. 
343 Classon Avenue 
BROOKLYN 
Cc. A. B. SHOE Co. 
641 Lexington Avenue 
BROOKLYN 
COHEN & FRANK CoO. 
756 Stone Avenue 
BROOKLYN 
J. & T. COUSINS 
369 DeKalb Avenue 
BROOKLYN 
JOHN CRAMER & SON 
i199 Steuben Street 
BROOKLYN 
D. H. CHANDLER SHOE CoO. 
166 Livingston Street 
BROOKLYN 
BERT E. DRAKE SHOE Co. 
235 Park Avenue 
BROOKLYN 
DEGEN LIPP, INC. 
133 Floyd Street 
BROOKLYN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. GARSIDE & SON 
Webster & 7th Avenues 
LONG ISLAND CITY 
GRIFFIN WHITE Co. 
DeKalb & Grand Avenue 
BROOKLYN 
JULIUS GROSSMAN, INC. 
372 DeKalb Avenue 
BROOKLYN 
WM. HENNE & CoO., INC. 
957 Kent Avenue 
BROOKLYN 
R. H. HOSKINS Co. 
39 6th Street 
LONG ISLAND CITY 








HORN SHOE CO. 
145 Roebling Street 
BROOKLYN 
F. S. KAUDER SHOE CO. 
10 Leo Place 
BROOKLYN 
KOZAK & McLOUGHLIN 
14th Street & Governor Place 
LONG ISLAND CITY 
J. J. LATTEMANN SHOE 
MFG. CO 


St. Edwards Place 
BROOKLYN 
MAETRICH EYRE & CO. 
242 Greene Avenue 
BROOKLYN 
I. MILLER & SONS, INC. 
1 Carlton Avenue 
BROOKLYN 
MORSE & BURT CO. 

1 Carlton Avenue 
BROOKLYN 
PINCUS & TOBIAS 
17 Lexington Avenue 
BROOKLYN 
PARISIAN SHOE CO. 
226 Varet Street 
BROOKLYN 
PERFECT SHOE CO. 
2941 Atlantic Avenue 
BROOKLYN 
DR. A. POSNER SHOES, INC. 
141 Roebling Street 
BROOKLYN 
ROGERS & DAVIS 
1615 East N. Y. Avenue 
BROOKLYN 
STRASSBURGER-STILES 
99 Myrtle Avenue 
BROOKLYN 
CHAS. W. STROHBECK, INC. 
309 Johnson Street 
BROOKLYN 
VOGEL-MILLER 
4th Avenue & Baltic Street 
BROOKLYN 
S. WATERBURY & SON 
232 Throop Avenue 
BROOKLYN 
S. WEIL & CO. 

379 DeKalb Avenue 
BROOKLYN 
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I. : 


Style- Predominance ° 
Quality - Leadership 


B ROOKLYN shoemaking, supreme in qual- 
ity and reputation, improves with age. 


Its leadership needs no flamboyant claim; Brook- 
lyn quality speaks clearly for itself, and prospers 
by the constant growth of good repute which at- 
tends it. 


There are reasons for this. Every industry has its 
master craftsmen, whose vision of commercial 
success encompasses not money profits alone but 
quality achievement. Brooklyn shoemaking had 
such men long ago, and has them today. 


This is why it stands modestly and securely at the 
top. 








‘ 


Buy your shoes from the members of 


Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 





Wan = 
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White Eiderbuck 
Pep Strap 


Polar Cloth Top 
Price $6.00 Net. 


Two Styles: ~ 
Full Louis 16/8 Heel 
12/8 Baby Louis Heel 


AAA 508 
AAA 408 
B-C 3 to 7% 


IN STOCK 


Hazen B. Goodrich & Co. 


Haverhill, Mass. 
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HEN a certain rubber company selected 

KENDEX to be used exclusively in their 
shoes, they did so only after their own buyers had 
tested and re-tested many different materials. 







Experiments showed KENDEX to be a non-con- 
ductor of heat and that it could be vulcanized 
under a heat of 300 to 400 degrees and still be 
unaffected. Thus KENDEX< is the ideal inner sole 
for rubber soled footwear. 







Shoe manufacturers find KENDEX equally advan- 
tageous. The properties which make KENDEX 
ideal for rubber footwear make KENDEX supe- 
rior as leather footwear. KENDEX is of uniform 
flexibility, fast color and a non-conductor. In 
addition, KENDEX is already tempered and can 
be channeled like leather. 


RRS SSS 







SSS 





Retai U e * 83 These are features of interest to all shoe mer- 
— . sa — chants, jobbers and manufacturers, because all 
ee eee a other things being equal, the shoe with KENDEX 


curl. Packed one dozen : 7 A ° 
poles enmeel deh will give the greatest consumer satisfaction. 


Order a sample lot at 
once. 









Samples will be gladly sent upon request. 











Kenworthy Brothers Company 
Stoughton , Mass. 


Also 
Aenworthy Brothers > ill Canada Lt, StJohns, P. Qa. 
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oe astonishing success 
of the Modified Educa- 
tor for Women is due to the 
immediate adoption of it by 
thousands of women who 
have been searching for just 
such a shoe. 


The retailer who wants this 
new business should get in 
touch with us at once. 


MODIFIED 
- DUCATO 
Rs) 


Rice & Hutchins, Ine. 
10 High St., Boston, U. S. A. 














Endorsed 
by the 
Y. M. C. A. 
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